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Coast-to-Coast the New Alemite... 








And no wonder! This new Alemite 
Wheel Balancer features new simplified operation that 
lets you handle jobs faster—more jobs in a day! And 
the big “Vue-Scale” Meter proves to your customer 
the need for wheel balancing — proves you've done the 
job right when it is finished! 
Don’t wait any longer! Get your share of this new 
business—call your Alemite representative Topay! 


users NET up to ‘18.88 a day! 
pays for itself out of profits! 


Your Alemite representative will 
be happy to prove—right on Z 
your own car—how safe and 
easy it is to balance wheels 
FAST with this new Alemitef 
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@ SIMPLIFIED One-Man Operation! 


@ Balances ENTIRE Wheel Assembly right on 
the car in true running position! 


@ PROVES the Need for Wheel Balancing! 


® Ultra-Sensitive, Easy to Use, 
Electronic Pick-up! 






@ NEW Streamlined Design! 


® Balances ALL Wheels—Cars, Trucks, 
Buses! 


ALEMITE 


1826 Diversey Parkway, Chicago 14, Illinois 





eal balancer 


ING SERVICE SALES RECORDS! 








“on-the-car” Wheel Balancer! He’ll show you how this 
balancer can pay for itself in mere days of operation. 
How you can sell more tires—sell more service —MAKE 
MORE MONEY. 

Write or phone for your FREE demonstration Now! 
It's a big market—because it’s a necessary service. 
Cash in now! 








big “Vue-Scale’ meter 
builds business for you . . . fast! 


Detects and proves need for bal- 
ancing. No need to remove the 
wheel—no attachments necessary! 











only the NEW Alemite wheel balancer 


Customer can see the actual degree 
of unbalance. After the job, meter proves wheels are in 
perfect balance. Completely accurate—can be used in- 
side or out, at night or in bright sunlight! 














Guardian 


LIGHTING 


BRIGHTEN UP for Increased Gallonage and TBA Sales 


The magic of greater illumination is building new, 
important business in station after station. Prove it to 
yourself with Guardian SERvIcE STATION LIGHTING. 


For remodeling or new instal- 
lation needs check first 
with Guardian— your One 
Sure Source! Write for FREE 
complete Catalog No. 52. 


Canopy Fluorescents 


~ => | \ | 
if eS a Floodlight 
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Guardian Light Company a 


OAK PARK, ILLINOIS 4 aS 


Standards and Poles 
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Mushrooms 


Sealed Beam 


Spots and Floods 


Horizontal Fluorescents 
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Vertical 


Fluorescents 
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Bottom Outlet Type 





Is your product absolutely clean, 
your pump and loading valve protected 

against scale, grit, dirt and other foreign 
materials? 


Be sure! Use OPW Line Strainers for a contamination 

free product. Tight fit of cage and screen assures all 

product passing through strainer. Screen areas are many 

times pipe size for full flow. The simplicity of screen removal, 

cleaning and replacing, facilitates regular, periodic checkup in the 
shortest possible time. 


Choose your size, type and mesh! 125-pound standard or 200-pound 
high pressure types. Bottom or top outlet cage, reinforced for sturdiness 
and precision-fit. Screwed or flanged end. Flanges, bolts and gaskets 
to suit. Strainer meshes from 14 to 300. 


No. 487-F 


Top outlet type 200 pound 
flanged, drilled and faced 
on pipe ends with bolted, 
gasketed cap. 





~ 


2735 COLERAIN AVE. CINCINNATI 25, OHIO 


> 
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No. 387 


Top outlet type 
125 pound. Heavy 
ribbed iron. body 
has tapped plug in 
top section for air 
relief connection, 
also bottom drain 
plug Both drilled 
for seal wires. 
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No. 187-F 


Bottom opening 
type. Heovy cast 
iron body, 125 
pound. Furnished 
with 40 mesh 
bronze cage, rein 
forced screen for 
gasoline, 14 mesh 
brass screen for 
fuel oil 





No. 387-F 


Top outlet type 
cage, perfect for 
pit application. 125 
pound flanged, 
drilled and faced 
Cap can be seal 
wired to prevent 
tampering. 
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Ahead of the News 5 
Washington Staff Report 9 
+ * i 0 
Behind Our Headlines Petroleum Indicators l 
Supply and Demand 11 
This week we're serving up a gen- The Industry 
erous helping of training stories. There Refinery Cut-Backs Average 6% 13 
are three of them, dealing with differ- Canada Has Vancouver Dealers In Price Snarl 14 
ent subjects in different parts of the Tanker Compromise Awaits Approval 15 
country. 
Financial 
Peek es ae eee, we Dae: 8 RD/S—Initials of a World Oil Colossus 17 
story on Union Oil’s new mobile class- 
room. Our story describes the equip- Labor 
ment that Union has worked out and Richfield Case May Set Precedent 19 
how it will use it. The project is still 
on an experimental basis. If it pans Training 
out to Union’s satisfaction, the com- How Gaseteria, Inc. Uses System of Manpower Inventory 22 
pany will put some more on the road. NPN Goes to the Georgia Jobber Institute 26 
So this is something other companies Rolling Classroom Takes Training to Dealer 30 
will be watching with interest, too. 
Legal 
Another story is the second in our Kentucky Sets Kerosine Control 34 
series of jobber training articles. The 7 
Stations 


one this week tells about Gaseteria’s : : ; 
program which features a “manpower Service Brings Them Back to Pegue’s 37 


inventory. Tires-Batteries-Accessories 


The third is a picture story about TBA Displays—Is Criticism Justified? 4] 
the Georgia jobbers’ recent manage- Tips on National TBA Meeting 42 
ment institute. We gave this assign- Equipment 
ment to Miss Frances Ridgeway of New Equipment 43 
our Atlanta bureau, and she directed 
the picture-taking at the University of Regions 
Georgia campus, at Athens, where the Interpreting the Oil News 44 
institute was held. 

Markets 

It’s a good thing Miss Ridgeway Has the Threat to Oil Prices Passed? 46 
waited until the last day to do the Oil Market Review 47 
story because, we are told, she just Prices at Refineries and Terminals and by Tank Wagon 50 
about stopped the session. And the Crude Oil Prices 56 
jobbers became more interested in 
good manners than good management. Statistics 
One of them remarked enthusias- Station Sales Rise Despite General Drop 59 
tically, “She’s a looker!” About Oil People 61 

—Herbert A. Yocom Coming Meetings 64 
Advertisers’ Index 60 


P.S.—The three stories run one 
after another, starting on page 22. 
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WHITES ARE REALLY RUGGED 
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FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS... 


It’s all in a day’s work for a White—moving a 
37,000-Ib. drilling engine with compound for 
Mountain States Drilling Co., Denver. 

The Whites this well-known firm operate handle 
drilling rig loads up to 49,000 Ibs., and they go 
anywhere ...in deep mud and snow, off the high- 
way, and wherever drilling is to be done, the Whites 
stand ready to go. 

Toughest kind of trucking country depends on 
the really rugged Whites—no doubt about it! 

If you have big loads or tough operating condi- 
tions, it’s time you investigated the advantages of 
Quality Whites. See your White Representative 
without delay. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 
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AHEAD OF THE NEWS 


Toll Road Complaints—Independent jobbers are plan- 
ning to make a determined effort to intercept some of the 
service station sites on toll roads now going to the majors. 
First, there will be increasing complaints from the jobbers, 
when their associations start meeting this fall, over the bid- 
ding for station sites. For many jobbers, the problem is 
being brought closer to home as additional states, such as 
Illinois, announce plans for new toll road construction. 
There is little doubt that the state associations will intensify 
their demands for some system of bidding which would en- 
able them to get a part of the toll road business—and at a 
profit. A leader in the fight is likely to be the Illinois Petro- 
leum Marketers Assn. whose president, M. G. Schermer- 
horn, last week denounced the bids of major companies on 
the New York Thruway as being “asinine.” He contended 
that rental bids of those companies would leave them with 
nothing but “the glory of doing business on the N. Y. 
Thruway.” He further argued that the majors couldn’t 
make such bids “without subsidy from their production 
and refining profits.” 
= 


Prompt Payment Lure—One private-brand distributor 
in California who complains of delinquent farm accounts 
has found an effective device to speed the flow of money 
his way. He quotes farmers the major company tankwagon 
price, less quantity differential. Then, any farmer who pays 
up by the 15th of the following month gets a cent off tank- 
wagon. Works on service stations, too, he reports. 


Defense Against LPG—The competitive problems that 
the wholesale marketer faces when liquefied petroleum gas 
distributors move into his territory are being studied by a 
special committee set up by the Texas Petroleum Marketers 
Assn. The committee will conduct research and then make 
recommendations to the associations as to what agents may 
do to combat the LPG rival. 


Check That Income Tax—The woods are likely to be 
crawling with revenue agents next spring. Congress has 
authorized a sizable increase in the number of agents, 
figuring their salaries will be more than offset by the added 
amount of revenue they will bring in as a result of closer 
checks on tax returns. 

+. 


More Horsepower—When 1955 model passenger cars 
make their debut, seven of the 18 makes probably will be 
powered by engines of 200 horsepower or more. That’s 
the word in Detroit automotive circles. Two will likely be 
up around the 260-HP mark. Three makes, now under 
200-HP, are expected to exceed 200 in 1955. 

a 


Good Deal for Globe—Purchase of Globe Refining by 
Pure Oil, which raised speculation about the reasons for 
the transaction, was described unofficially as “a good deal 
for Globe.” Advantages for Pure appear to be somewhat 
obvious for it strengthens its entire set-up and becomes a 
substantially larger major through the acquisition of Globe’s 
facilities. 
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Unexpected Bonus—Some fuel oil jobbers who have 
started in the business of fertilizer spraying of lawns as an 
off-season activity have found that helpful in building their 
fuel oil business, too. Their men turn up occasional fuel 
oil prospects while on the job because the tank truck oper- 
ators make it a point to look for tank fill-pipes while going 
over the grounds. If it’s an oil-heated home, the owner is 
solicited for his fuel oil business. Already, some new cus- 
tomers have been signed up for next season. 

e 
AFL Eyes Tank Drivers—Look for more emphasis on the 
organization of tank truck drivers, particularly in the Mid- 
west, by the Teamsters Union (AF of L). The Teamsters 
also have set their sights on establishing area-wide instead 
of individual agreements wherever possible. Recently, for 
example, the Teamsters adopted a resolution providing that 
no local union in the Central States Conference of 
Teamsters may sign a contract with a tank truck carrier 
without approval of the conference. The idea is to get more 
contract uniformity. 

e 
Consolidation in §. F.—Three more major appointments 
in Tide Water Associated emphasized the centralization of 
authority in San Francisco. P. E. Allan, formerly marketing 
vice president of the Western Division, was named admin- 
istrative vice president for marketing. L. F. Bayer, vice 
president in charge of the Western Division, and Fero 
Williams, controller, were appointed senior vice presidents. 
Previously Herschel Hyde, manufacturing vice president 
of the Western Division, was made coordinating vice presi- 
dent for manufacturing. All are based in San Francisco. 
Before the present shift, authority was divided between 
regional divisions. 

© 
Uniform Calibration—tThe industry appears to be mak- 
ing headway with proposals for getting uniformity into 
state laws on truck tank calibration and further simplifying 
compliance with weights and measures rules. Specifically, 
it is seeking adoption of the National Bureau of Standards 
Handbook H-44’s section on vehicle tanks as a basic code, 
also revisions permitting use of multiple markers in tank 
compartments. The North American Gasoline Tax Confer- 
ence which has been drafting a code of its own, has been 
cold to the revisions, now shows signs of swinging around 
to the industry view. This has come about as a result of a 
meeting of representatives of the state tax collectors’ group, 
the National Conference of Weights and Measures, and 
two API groups. 

s 
1,000,000-Card Goal—Texaco has a new credit car 
push under way and expects to reach the 1,000,000 mark 
this summer. The company said it is not handing out cards 
indiscriminately but is working to increase the number of 
“active” credit card-holders “where issuance will be pro- 
ductive of new business.” Recently Texaco wrote to about 
131,000 stockholders and other selected prospects, asking 
if they would like to have cards. An estimated half of them 
were card-holders already. Of the rest, about 25,000 re- 
quested cards. 


For more Ahead of the News > 
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...the ideal 
Service Station 
covering... 
material that 
remains attractive 
year after year! 


e 
gives you tye 


in a choice of Regular 
or Vitrock filled panels... 








There’s a Davidson Panel to fit your 
Service Station needs! 


REGULAR PANELS—Regular panels are fabricated from 16 
gauge enameling steel . . . with double return flanges that 
add extra rigidity and flatness. Davidson regular panels 
are supplied in any practical size and shape . . . they are 
light in weight—3 pounds per square foot, making them 
extremely desirable for covering existing service station 
buildings without structural changes. Davidson panels can 
be removed and re-applied in case of building alterations. 


VITROCK PANELS—Vitrock panels are produced by filling 
regular panels with a quick-setting, shrink-proof gypsum 
base material—making them excellent for use where un- 
usual flatness—sound deadening and shock resisting prop- 
erties are desired. 

A large number of major buyers of porcelain enamel 
for service station buildings specify Vitrock — because 
Vitrock reinforced panels offer great strength and resist- 
ance to damage caused by accidental bumps and normal 
service station abuse . . . with Vitrock, maintenance and 
replacement cost is kept to a minimum. Vitrock panels 
are applied in the same manner as regular panels. Surpris- 
ingly light in weight—Vitrock panels weigh only 8 pounds 
per square foot. 

It will pay you to look to Davidson for the finest in por- 
celain enamel . . . its fabrication . . . its erection. Complete 
information on Davidson porcelain enamel and the David- 
son dealer organization is available . . . it's yours for the 
asking. Write for it today. 


o 
Davidson ENAMEL PRODUCTS, INC. 


1103 EAST KIBBY STREET, LIMA, OHIO 


NATIONAL PETROLEUM NEWS * July 28, 1954 








SULLY 205 £72T " NATIVUNAL FEIRVULEUM NEWS 


AHEAD OF THE NEWS 


V-8 Trend—Next year about 70% of all motor car output 
will be V-8s, Detroit automotive men are predicting on the 
basis of a study of production figures for the first half of 
this year. For the first time, production of V-8 engines 
exceeded that of six-cylinder units: 47.9% of all cars were 
V-8s; 45.3% were six-cylinder engines while 6.8% were 
straight eights or four-cylinder units. The trend will receive 
more impetus with Pontiac and Chevrolet joining the 
procession. For oilmen this is significant because the fuels 
and lube demands will be affected. 
. 

Private-Brand Premium Tire—One of the largest West 
Coast oil companies expects to market a private-brand 200- 
level premium tire by the end of the year. It may be a 
tubeless tire if the company decides enough automobile 
manufacturers are taking the tubeless route. So far the only 
private-brand premium tires marketed by West Coast ma- 
jors are Tide Water Associated’s “Safti-Ride” and General 
Petroleum’s “Mobiltire.” 





o 
Dallas Business Patterns—Trends in the Dallas, Tex., 
service station business, as well as other types of commerce, 
will be disclosed soon when the Census Bureau releases the 
results of a special 1953 business census conducted there 
recently. Dallas was selected as a test town for this study 
financed by special funds allocated to learn what kind of a 
job could be done in a specified metropolitan area. Data 
will be compared with that from the regular 1948 business 
census. If the results justify the costs, spot checks in other 
areas may be set up. 
* 

Odds Favor OWIU—Washington observers opine that 
the National Labor Relations Board will rule in favor of 
the Oil Workers International Union (CIO) in its dispute 
with Richfield Oil Corp., Los Angeles, over whether stock 
plans are subject to bargaining. NLRB attorneys are sup- 
porting OWIU’s contention that when a company pays part 
of a stock purchase cost, the purchase plan becomes “a 
fringe benefit” and thereby subject to bargaining. The com- 
pany argues that it is not part of wages or working condi- 
tions and therefore should not be subject to bargaining. 


NPN Staff 


Upgraded Jobber Survey—Next year's survey of job- 
ber profits and operating expenses is expected to yield more 
qualitative findings. The National Oil Jobbers Council's 
first complete and detailed report on jobber finances, issued 
last April, was compiled from about 100 questionnaires 
which jobbers submitted to the Uniform Accounting Com- 
mittee. At least twice this number of returns is considered 
probable for the 1954 survey. Full six months ahead of the 
deadline, the lowa Independent Oil Jobbers Assn. is urging 
its members to participate, pointing out, “It is only with 
facts and figures that we can intelligently analyze our 
business, find the loopholes, the weak spots and remedy 
them. Through this collective and cooperative gathering of 
information on a national basis we can intelligently discuss 
with suppliers our individual problems. 

* 
New Specialty—Fuel oil jobbers experimenting with 
liquid fertilizer spraying may well find themselves in a 
logical extension of that service. Application of pest and 
weed control chemicals is similar to that of water soluble 
fertilizer and can be applied at a slight additional cost. This 
requires some study and working knowledge which manu- 
facturers are willing to supply. 

e 
Bayonne Shutdown—Word from Bayonne, N. Y., indi- 
cates that Tide Water Associated’s big refinery is moving 
steadily toward the shutdown. Layoffs caused by lack of 
construction, following the decision to build a new refinery 
elsewhere, are underway. The force has been reduced from 
about 2,250 to 1,000. Men are being laid off on the basis of 
seniority, and most of the present force are 20-year men. 
There is speculation that the move to a new refinery may 
take place in less than two years. 


Tire Fire Testing—A report on the truck tire fire test 
held last March in Yuma, Ariz., probably will be deferred 
for some time. Apparently the experts differ over the con- 
clusions. A form of “compromise” report may be issued 
soon, but even that is uncertain. Object of the tests was 
to determine what causes truck tire fires. 
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Your customers will appreciate your 
telling them that normal wear 
finally lowers fuel pump efficiency 


There’s a potential fuel pump replacement sale on every 
car over two years old—and since 9 out of 10 vehicles have 
AC Fuel Pumps, the AC line is your natural route into this 
big market. Replacing fuel pumps before normal wear cuts 
into their efficiency too far is sound business policy—good 
for the customer, good for you. AC is doing a powerful 
advertising job to support you. Car owners are being sold 
the superior features of AC Fuel Pumps, and are being told 
that their fuel feed systems need checking. Cash in on this 
great AC pre-selling effort. 


Always remember that AC 
has all these Selling features 


J LONGER LIFE—Only AC has a 
4-layer diaphragm ... a 4-to-1 
safety margin over other fuel 
pumps. Special patented impregna- 
tion resists all fuel additives. 

aasater DEPENDABILITY — 
Sludge seal forms water- and dirt- 
proof barrier between pump and 
crankcase, prevents corrosion of 
inner workings of pump. 


gror PERFORMANCE — carefully 
calibrated spring meters gas at 


exact pressure and flow for top 
all-round performance. 


MORE DURABLE— Many separate 
tailored metal alloys, each engi- 
neered and made to order for 
specific performance. 


ESS WEAR—segmented arm 
assures long pump life, because 
under ordinary operating condi- 
tions only 1/64 inch of motion 
supplies plenty of gas. 


AC SPARK PLUG DIVISION BS GENERAL MOTORS CORPORATION 


FLINT, 


MICHIGAN 


by talking 
preventive maintenance 
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WASHINGTON 


Jobbers Gear Up for Military Station Fight 


National Oil Jobbers Council has 
far from finished its scrap against 
competition of military PX stations 
with privately-operated gasoline serv- 
ice stations. 

The blast issued here last week by 
General Counsel Otis H. Ellis before 
the House Government Operations 
Committee was just the start. Already 
the call has gone out to state associa- 
tions for more case data to back up 
jobber complaints that this military 
competition is hurting bad and some- 
thing should be done about it. And 
Ellis proposes to bring up the issue at 
every opportunity and before any pos- 
sible forum—Congress, Defense De- 
partment, Hoover Commission or what 
have you. 

Some thinking has been expressed 
here that the jobbers are beating their 
heads against the wall, that this gov- 
ernment competition has gone on and 
on and nothing ever has been or will 
be done. 

But there is evidence to the con- 
trary. In the first place, Thomas P. 
Pike, assistant secretary of defense 
for supply and logistics and former 
oil well drilling contractor, offers some 
hope, despite a rather discouraging 
prepared statement he read at the 
opening of the hearing. It echoed the 
same old military arguments that these 
price discriminations or “fringe bene- 
fits’ were needed to encourage en- 
listment and maintain morale. 

After Ellis “let down his hair,” 
however, Pike seemed a bit perturbed 
at the far-reaching significance of this 
problem and indicated that it might be 
well for the military to take another 
look. Apparently, he had been screen- 
ed from the problem by his aides and 
felt his chore of coming in to read a 
routine statement they prepared was 
just another one of those endless 
obligations of working for the govern- 
ment. In fact, the entire corps of 
“brass” moved to leave the room after 
Pike had read his statement and had 
to be reseated by Chairman Hoffman 
(R., Mich.) to hear the protesting story 
from Ellis and others. 

Another cheering note is that three 
days after the hearing the committee 
had reported out legislation to require 
the President to survey the possibility 
of curbing all unjustified competition 
by the government with private busi- 
ness. 

Help also is in the offing from the 
Senate Small Business committee, 
which supplied Ellis with valuable data 
on the volume of business done at PX 


service stations. The committee has 
indicated it wants to help even more 
directly but is hampered by the late- 
ness of the legislative session and the 
fact that its members are tied up with 
more urgent legislative chores. But, 
if things haven’t changed for the better 
by next year, look for this group to 
invite jobbers in for a full airing of 
their problem and the subsequent ap- 
plication of pressure on the military 
for some quick action in getting out 
of a lot of the service station business. 
The committee appears to be fully 
sympathetic with NOJC’s primary 
complaint: give the servicemen the 
benefits they are entitled to but let 
all the taxpayers, not just a few small 
businessmen, stand the charge. 


Fueling a War 


From where we stand now, it looks 
as though World War II gasoline ra- 
tioning was no handicap at all on the 
jobber, compared to what appears to 
lie ahead in any future major conflict. 

The atom and hydrogen bombs are 
revolutionizing ground warfare tactics 
but it is only in the past few weeks 
that the top military officials have per- 
mitted a peek under the curtain. 

Dispersion of troops is a matter of 
absolute necessity. Trouble is, they 
have to be grouped when exploiting 
the tremendous effect of atomic 
weapons fired by our side—and per- 
haps to repel major enemy attacks at 
specific points. 

The combination of moving thou- 
sands of troops and their equipment 
over wide spaces in a hurry means 
just one thing—motor vehicles in 
abundance, a far greater number per 
combat soldier than in World War II. 
That, in turn, means motor fuels in 
equal abundance—far beyond what the 
ground forces needed in World War II. 

Add to that the fact that the Air 
Force is converting at no snail’s pace 
to jet aircraft. Jets drink fuel at a rate 
incomparably greater than reciprocal 
engine aircraft. And there will be, in 
the next conflict, a much mightier 
armada aloft. 

The oil industry has met every test 
of peace and war with flying colors 
and there is no reason to think it 
won’t perform the same way the next 
time. 

But the simple facts of life appar- 
ently add up to much tighter restric- 
tions on civilian uses of petroleum 
products if that war breaks out. 


By NPN Washington Staff 
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use coupon to 


ORDER 
YOUR FREE 
COPY OF 
THE 1954-55 
TBA 
DIRECTORY 
AND BUYERS 
GUIDE 


off the presses 
late in August 


Contains  cross-indexed TBA 
product, manufacturer and sup- 
plier listings . . . oil marketing 
charts . . . a directory of major 
oil company marketing personnel 
. . . plus a who’s who of oil mar- 
keting . . . and a specially pre- 
pared editorial section by NPN’s 
staff on the selling of tires, bat- 
teries and accessories that will in- 
clude a new NPN survey report 
on oil jobber TBA programs. 











National Petroleum News 
TBA Directory 

330 West 42nd Street 
New York 36, N.Y. 


Please send me, as soon as 
available, my free copy of your 
1954-55 TBA Directory and Buy- 
ers Guide. 















PETROLEUM INDUSTRY INDICATORS 


STOCKS ~ (WEEKLY) 


NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 
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“g YEAR AGO ‘ July June July 
P 23 25 2 
160 pre i 1954 1954 1953 
” . GASOLINE Gasoline 11.32 11.67 12.46 
x Kerosine 10.24 10.26 10.43 
® 120 Distillate 8.59 8.86 9.04 
s Residual 3.68 3.78 3.91 
z 4 principal 
Oo 80 DISTILLATE : products 8.56 8.81 9.2 
a hae Lube oil 16.30 16.67 17.59 
= vi id ccerhe page? °O8E To ae os ae ae eee Crude at 
40 SPS neuer” et ted S** cee eo well ($ 
RESIDUAL per bbl.) 2.81 2.81 2.83 
| * Weighted average price, prin- 
0 t cipal markets. 
MAM J. 3eA.S. ON DCD Roar ee SS OA 
1953] 1954 
FST) WEEKLY PETROLEUM STATISTICS (APD Wee Ended Week Ended = Week Ended 


July 16, 1954 June 18, 1954 July 17, 1953 


Primary Stocks 








Finished and unfinished gasoline (thous. bbl.) 161,786 169,186 142,190 
Distillate fuel oil (thous. bbl.) 94,794 80,154 94,572 
Kerosine (thous. bbl.) 30,318 25,942 29,190 
Residual fuel oil (thous. bbl.) 53,392 49,020 47,779 
Crude oil—B. of M., 1 day later (thous. bbl.) 277,748 277,673 279,629 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 6,969 6,893 7,088 
Foreign crude included (thous. bbl. daily) 756 617 675 
% of refinery capacity operated 84.5 85.1 92.0 
Refinery Output 
Gasoline (thous. bbl.) 23,837 23,587 23,914 
Kerosine (thous. bbl.) 2,122 2,186 2,130 
Distillate fuel oil (thous. bbl.) 10,086 9,292 10,687 
Residual fuel oil (thous. bbl.) 7,895 8,070 8,778 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,200 6,396 6,464 
Crude oil imports (thous. bbl. daily) 673 655 617 
ET MONTHLY MARKET TRENDS 
Latest Month Previous Month Year Ago 
Petroleum products in secondary storage (thous. bbl.) 42,255 (May) 42,055 43,346 
Exports of crude and refined products (thous. bbl.) 11,509 (Apr.) 9,677 15,159 
Average station gasoline price, ex tax (¢ per gal.) 21.58 (July) 21.81 22.07 
“Gasoline consumption (million gal.) 4,199 (Apr.) 4,056 4,128 
Service station building permits (number) 513 (May) 525 453 
Passenger cars—domestic shipments (thous.) 479 (May) 515 532 
Trucks and buses—domestic shipments (thous.) 74 (May) 80 115 
Automotive replacement tire shipments (thous.) 5,115 (May) 4,935 5,604 
Replacement battery shipments (thous.) 1,396 (May) 1,150 1,455 
Oil burner shipments (thous.) 48 (Apr.) 47 54 
* Excludes Oklahoma 
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SUPPLY AND DEMAND 


Oil Imports Sag—Total U.S. imports 
of crude oil and products declined 
80,900 b/d in the week ended July 
16, as compared with the previous 
week. East of California imports 
dropped 125,900 b/d. However, 
according to the API report this 
was Offset by the increase of 45,000 
b/d in California imports. Crude 
oil and products totaled 978,800 
b/d, compared to 1,059,700 b/d 
the week earlier. 


Nay Imports Off—Up 28,000 b/d 
from the average of 955,000 b/d in 
April, total imports of crude oil 
and products in May averaged 983,- 
000 b/d. However, this was well 
below the first quarter average of 
1,134,000 b/d. The May average 
included crude at 650,000 b/d and 
residual at 285,000 b/d. Crude in- 
creased 75,000 b/d from the April 
average of 575,000 b/d and also 
was up over the first quarter aver- 
age of 636,000 b/d. Residual oil 
imports in May dropped to average 
285,000 b/d from an average of 
341,000 b/d in April and were far 
below the first quarter average of 
470,000 b/d. 


Crude Stocks Gain—U.S. stocks of 
domestic and foreign crude oil were 
up 552,000 bbl. to a total of 277,- 
748,000 bbl. at close of week end- 
ing July 17 as compared to previous 
week. This total represents an in- 
crease of 75,000 bbl. from a month 
ago on June 19. Total crude stocks 
located in PAW District 1 were 
20,322,000 bbl., and 87,408,000 
bbl. in District 2, according to 
Bureau of Mines report. 





Demand Gains Slowly—Total and 


domestic demand for the first five | 


months showed a slight increase over 
the same period last year, said the 
Bureau of Mines in a report just re- 
leased. The increase in demand for 
total oil products was only 0.2% 
over 1953 compared to a 3.6% in- 
crease in 1953 demand over 1952. 
Domestic demand for the first five 
months rose only 1.2% over last 
year while 1953’s domestic demand 
was 3.7% ahead. 


Aramco Output Drops—Down 71,- 
574 b/d from the all-time high set 
in May, crude oil production in 
Saudi Arabia averaged 955,217 b/d 
in June. The Arabian American Oil 
Co. report showed production in 
June, 1953, averaged 880,894 b/d. 

For story on refinery cut-backs, 
see p. 13. 





“Word of Mouth” Advertising —from Wilkes-Barre, Pa. 







“We could not 


have grown 
without 
Richfield 





Cooperation” 


When a man’s in the same business you're in, faced with 
the same day-in-day-out problems, you listen to 

him with interest. So listen now to “word of mouth” 
Richfield advertising which came to us unsolicited 

from Richfield Distributor John J. Dougherty 

of Wilkes-Barre, Pa. 


“As you know, Domoco Gas and Oil Company has been 
affiliated with you as a Richfield Distributor 
for the past 23 years. 


“Had it not been for the splendid cooperation and 
assistance received from you during this period, 

we would not have grown to our present strength as a 
distributor in this territory.” 


More and more, you hear “word-of-mouth” statements 





from Richfield Distributors concerning the close, 
| working-partner relationship between them and 

| Richfield. They feel—and they tell you—that 

| it is a big reason for their own successes. 

Find out the reasons—and find them out now! 
Write, wire or phone. 


| 
RICHFIELD 


OIL CORPORATION OF NEW YORK 


542 FIFTH AVENUE, NEW YORK 36, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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Uniform of 90% “Orion” 10% rayon is made by Lion Mfg. Co., Dayton, Ohio 


Keep a neat look and lower upkeep costs 
with uniforms made with ORLON 


Here’s a uniform that can help you keep 
a neat appearance all day long! Scores of 
reports from station operators show that 
uniforms made with “Orlon” hold a press 
and keep their shape even in humid, 
muggy weather. And they do it with a 
minimum cost of upkeep! Here’s why: 
Most uniforms made with “Orlon” are 
washable, dry with little or no ironing 
needed. And spots are no trouble either. 
Attendants tell us they take many spots 
off with just the rub of a damp cloth. 
Grease and oil stains come off with or- 


dinary spot remover, 


You'll find these uniforms stand up to 
the tough jobs around a service station. 
Case studies show that they last through 
severe flexing and scuffing, resist damage 
from battery acids and retain their strength 
even when wet. With these advantages, 
it’s easy to see why uniforms made with 
“Orlon” acrylic fiber are so durable— 
why replacements are so infrequent. 

For more information about uniforms 
made with ““Orlon”, check your uniform 
distributor, or write for free folder to 
Du Pont Co., Room 2522, Nemours 
Bldg., Wilmington 98, Delaware. 


Du Pont makes fibers, not fabrics or garments. 


Orlon’ 


ACRYLIC FIBER 


806. us. Pat. OF 


Better Things for Better Living ... through Chemistry 


NATIONAL PETROLEUM NEwS * July 28, 1954 














THE INDUSTRY 


National Petroleum News 


July 28, 1954 


Price Outlook Still Unclear After Cutbacks 


The operating level of American refineries dropped to 80% of 
capacity this week following the latest series of refining cutbacks 
put into effect by most major oil companies east of the Rockies. 
Before the reductions of the past two weeks, they were running 


86% of capacity. 

At the same time, a Bureau 
of Mines report disclosed that 
demand for petroleum products 
has failed to materialize as fore- 
cast early in the year. In fact, it 
continues to run behind the re- 
vised forecasts, which have 
scaled down anticipated demand. 

Originally, 1954’s demand was ex- 
pected to be 4% ahead of 1953. The 
latest revised forecast predicted a gain 
of 3.3% in domestic demand and 
2.1% in total demand. 

For the first five months, domestic 
demand increased an average of 1.3% 
over the first five months of 1953. 
Total demand was up only 0.2%. 

Two questions have risen from 
these double-barreled developments— 
the cutbacks which were ordered to 
halt the runaway inventories and the 
slump in demand: 

e How will prices be affected? 

e What is in store for earnings? 

If curtailment of refinery runs re- 
sults in greater stability, earnings 
should be respectably close this year 
to the high 1953 level, industry econ- 
omists believe. There is no pat answer 
to either question. Industry leaders 
feel, though, that the price structure 
could be undermined by the unre- 
stricted pileup of oil stocks. So, re- 
duced refinery runs are viewed as a 
preventive measure taken by indi- 
vidual companies to keep inventories 
in line and to avert a price collapse. 





For market and price news, 
turn to page 46. 





One factor which is expected to 
siphon off some of the inventories is 
the summer jump in the demand for 
gasoline. The heavy motoring season, 
which got under way in May, will 
continue until the end of August or 
into September. 

Refiners Aroused—Indicative of 
growing concern was the calling of 
an emergency meeting last week by 
the Independent Refiners Assn. of 
America. A _ resolution was passed 
calling for a “realistic” relationship 
between foreign and domestic crude 


oil, as well as refined products. The 
general import and over-supply situa- 
tion, depletion allowance were promi- 
nent subjects on the agenda. 

An association official said a sur- 
vey indicated that a group of refiner 
members, with refining capacity of 
more than 274,000 b/d, is now oper- 
ating at 211,300 b/d—or 77% of 
capacity. 

These refiners, he said, have re- 
duced runs “to a far greater degree” 
that the refining industry as a whole 
The entire industry is operating at an 
average of 86% of capacity. 

More cutbacks have been an- 
nounced by major companies since 
last week’s which included: Esso 
Standard 5% at two refineries, Indi- 
ana Standard 6 to 8.5%, Sinclair 
about 5%, Pan-American Southern 
10% and Pure 7%. 

New announcements of 
crude oil runs included: 

e Gulf Oil Corp. said crude runs 
at domestic refineries during the last 
half of July and for August will be 
more than 30,000 b/d under previ- 
ously scheduled rates. 

@ Ohio Oil Co. said it is reducing 
its daily runs of crude to refinery 
stills by approximately 5.5%, effective 
immediately. 

e Cities Service Co. is cutting its 
crude runs by 18,000 b/d effective 
immediately at its East Chicago, Ind., 
Ponca City, Okla., and Lake Charles, 
La., refineries. 

e Humble Oil & Refining Co.’s 
Baytown, Tex., refinery is reducing 
its runs another 6,000 b/d. It had 
been running 24,000 b/d less during 
the first half of 1954 than during the 
same period in 1953. 

Another notch was taken up as 
Pure Oil Co.’s crude purchasing divi- 
sion said it has cut back 20% from 
last month’s purchases of Illinois and 
other tri-state production. 

Shut-In Oil Up—U.S. shut-in crude 
oil production has been growing 
steadily during the past two or three 
years. It is estimated now at 1.5 mil- 
lion b/d and may climb another 250,- 
000 b/d when August allowables go 


curtailed 


July 28, 1954 + NATIONAL PETROLEUM NEWS 


into effect in the producing states. 

A cut of 121,000 b/d from the 
July allowable has been ordered in 
August from Texas producers, who 
are responsible for slightly more than 
40% of the nation’s crude oil pro- 
duction. 

Demand Slows—With concern over 
the future deepening, no one cheered 
the latest Bureau of Mines demand 
report. Increase figures were slashed 
almost to the bone. 

Total demand for the first five 
months averaged 8,171,000 b/d, an 
increase of only 0.2% over an aver- 
age 8,156,000 b/d for the correspond- 
ing period in 1953. 

Domestic demand averaged 7,821,- 
000 b/d, an increase of 1.3% over 
an average of 7,821,000 b/d, an in- 
crease of 1.3% over the average of 
1,722,000 b/d for the first five months 
of 1953. Sagging oil exports pulled 
down the total demand average. 

The bureau reported that an in- 
crease in domestic demand included 
gains of 2.5% for gasoline, 7.1% for 
distillate fuel, 1.9% for kerosine and 
37.2% for jet fuel with residual fuel 
dropping 7.2% and all other products 
down 0.6%. A decline of about 11% 
in domestic demand for aviation gaso- 
line, due to reduced military require- 
ments, was a factor in reducing the 
gain in total gasoline demands. 

Other highlights of August forecast 
were: 

Summary for August—Amount of 
domestic crude petroleum that will be 
consumed or exported in August 1954 
is estimated at 6,530,000 b/d, com- 
pared with 6,510,000 b/d forecast for 
July. Forecast includes estimates of 
total gasoline yield of 43.8% and total 
crude runs of 7,080,000 b/d. 

Current Situation—Actual data for 
May show crude production of 6,471,- 
000 b/d that provided for increase of 
5,000 b/d in stocks and indicated de- 
mand for domestic crude oil aver- 
aging 6,466,000 b/d. Total crude runs 
averaged 7,038,000 b/d in May, in- 
cluding runs of foreign crude aver- 
aging 649,000 b/d. Current data for 
June indicate crude production of 
about 6,490,000 b/d, demand of 
6,440,000 b/d for domestic crude oil 
and total crude runs averaging 6,940,- 
000 b/d, including foreign runs of 
660,000 b/d. 
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Vancouver Dealers Caught in Pricing Snarl 


The Automotive Retailers Assn. of Vancouver, B.C., one of Can- 
ada’s fastest-growing oil industry trade groups, fervently wishes 
the Canadian government in Ottawa would make up its mind. 

What vexes the association is this: the Dominion government may 


take it to court on a charge of 
price-fixing in contravention of 
the Anti-Combines Act. And then 
again, it may not. 

The decision on whether or not 
to press the charge was placed 
before the Cabinet by the Min- 
istry of Justice earlier this year. 
But Parliament—and the min- 
ister—went home for the sum- 
mer at the end of June before 
th matter could be resolved one 
way or another. 

Last fall, according to Thomas D. 
Hammond, ARA president, the Com- 
bines Investigation Board—roughly 
comparable to the U.S. Federal Trade 
Commission—journeyed to Vancouver 
to investigate complaints that retail 
gasoline prices were too much alike. 
The board found the ARA in the 
throes of trying to put across a change 
from a cents-per-gal. to a percentage 
margin. 

Hammond said the membership de- 
cided that a 20% margin would be an 
equitable one. The association bulletin 
recommended that it be adopted by all 
members. “The proposal went over 
with a high percentage of co-opera- 
tion,” he told NPN. 

Accused—However, the board re- 
turned to Ottawa in February and 
issued a complaint charging that 
Standard Oil Co. of British Columbia 
(Standard of California subsidiary), J. 
Lloyd Kinneard, secretary-manager of 
ARA and some 30 ARA members 
conspired to fix prices. 

The association retained an attorney 
and an economist. They contended 
that prices were established by re- 
finers, not dealers, and that uniformity 
of retail prices was attributable to 
(1) virtually identical tankwagon 
prices, and (2) similar dealer costs. 
They argued, furthermore, that a sug- 
gested percentage margin in no way 
violated either the letter or intent of 
the Anti-Combines Act. 

Meanwhile, dealer associations in 
Manitoba and Alberta made strong 
representations in behalf of ARA to 
the Ministry of Justice. It was pointed 
out that a similar case was brought 
several years ago in Manitoba but was 
thrown out of court. 

The suggested margin did result in 
more-or-less uniform pump prices, ac- 
cording to Hammond. Nevertheless, 
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he said, the board’s 165-page report on 
Vancouver prices included the ob- 
servation that dealers didn’t seem to be 
gauging the public. 

Vancouver's retail price stability is 
attributed by many to the fact that 
prices were fixed by the government 
from May, 1940 until April, 1950. In 
addition, dominant suppliers are only 
three: Imperial Oil, Ltd., Shell Oil Co. 
of Canada and Standard, along with 
British-American Oil Co., which acts 
as a distributor. 

Tankwagon for regular gasoline, as 
currently quoted by Shell, is 22.4¢ per 
gal., while premium is 25.4¢ (ex 10¢ 
tax). It should be noted that these 
prices are given for the imperial gal- 
lon, equal to 1.2 U.S. gallons, and 
are quoted in Canadian dollars, which 
are worth slightly more than U.S. 
dollars. 


Little Price-Cutting — Vancouver 
marketers report an almost complete 
absence of price-cutting. Sole excep- 
tions are stations that lower prices for 
truck accounts, but do not advertise 
the cut price. For the motoring pub- 
lic the only place where lower gasoline 
prices prevail is at the new $7,000,000 
Simpson-Sears shopping center where 
this affiliate of Sears, Roebuck & Co. 
knocks from 1.5 to 2¢ off the pre- 
vailing retail posting in the city. 

(Some 284 miles to the northeast, 
in Kamloops, an independent operator 
of a 5,000 b/d refinery, recently 
opened its first service station. Its 
prices are reported to be about 1¢ 
below ‘normal’ there.) 

The ARA has a history in keeping 
with the booming Canadian economy. 
Last fall it claimed oly 500 members. 
Today it claims 1,000, mostly con- 
centrated in 13 local groups in Greater 
Vancouver. Other member stations are 
scattered throughout the province. 
Dues are $2 monthly. 

Fringe Benefits—Biggest drawing 
card, according to Hammond, has 
been the ARA health, welfare and life 
insurance plan. For $1.48 per week, 
a married man and his family is pro- 
vided with $1,000 life insurance; med- 
ical-surgical services including X-ray 
and anesthesia; $2,000 industrial in- 
demnity, and 20 weeks of sick pay. 
The dealer must contribue half the 
premium. 


Hammond said the program’s suc- 
cess owes much to the fact that dealers 
and their employes had been unable 
to obtain inexpensive health-welfare 
coverage. He said that two-thirds of 
ARA member firms now participate. 


Unlike its U.S. counterparts, the as- 
sociation includes garages, automobile 
dealers and establishments such as 
body shops in the membership. While 
it works closely with other Canadian 
dealer groups, it has no formal ties 
with them. 


A charter has been secured for a 
Canadian Automotive Assn., but 
this projected Canada-wide federation 
of dealer associations is still on paper. 

In the meantime, Hammond said, 
the ARA maintains a cordial working 
relationship with the Washington Gas- 
oline Retailers Assn., across the 
border. 

Formed in 1951, ARA is an out- 
growth of the automotive section of 
the Retail Merchants Assn. The auto- 
motive trades representatives seceded 
when they decided they had little in 
common with the retail shopkeepers, 
Hammond said. 


Secretary-manager Kinneard has 
two field men and an office staff of 
three to assist him in running the 
group. 


Tire Troubles—Hammond said that 
aside from the anti-combines charges, 
the association has two minor worries. 
One is tires—‘“The tire business is 
murder. I’ve paid $20 for a tire, of- 
fered it to a customer for $22 and 
seen him buy elsewhere at a lower 
price from some dealer trying to win 
a bonus for volume.” 

The other concerns station leases. 
Existing ones, he said, have quick 
cancellation clauses “that leave some- 
thing to be desired.” 

One of the most eagerly awaited 
ARA projects is a training program 
for station employes which will be 
launched with a 20-student pilot 
course in September. If it is successful, 
the seven-week curriculum in the pro- 
vincial vocational schools will be re- 
peated after the first of the year for 
a larger enrollment. 

British Columbia’s oil companies 
have offered to help the dealer-spon- 
sored course with a variety of training 
aids. 

ARA already is co-operating 
with the provincial government in an 
apprenticeship program for automo- 
tive mechanics. 
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Tanker Compromise Awaits Approval 


The government may build 
five tankers itself and offer long- 
term charters to industry to build 
15 more. 

That was the compromise solution 
offered to Congress last week by a 
House Senate conference committee 
which had been named to iron out the 
differences between a Senate bill and 
a House bill. It still must get full 
Heuse and Senate approval. 

The Senate wanted to leave tanker 
building to industry while the House 
insisted that the government do it. 
A deadlock developed until the 5-15 
solution was proposed. 

Senate conferees had two strong 
talking points: They had in hand a 
cost study by the government Gen- 
eral Accounting Office which showed 
that it cost the government more to 
operate its own tankers than to lease 
them from industry. Also, they had 
the support of President Eisenhower, 
who said industry and not government 
ought to build the needed tankers. 

Furthermore, there was the matter 
of money. The Administration is try- 
ing to hold down on the budget and 


AD-X2 Maker Demands 
Gasoline Additive Probe 


Jesse M. Ritchie, manufacturer of 
the controversial battery additive AD- 
X2, will “demand” that the Federal 
Trade Commission conduct a full- 
scale investigation of advertising claims 
for gasoline additives. 

If his additive is being investigated, 
said Ritchie, it would only be fair that 
the FTC look into all other additives, 
including gasoline additives. “We will 
be especially interested in gasoline ad- 
ditives,” he said, “since the National 
Bureau of Standards has reported it 
has made about 500 tests in the last 
26 years but has never tested a gaso- 
line additive that tended to increase 
power, remove carbon or increase 
mileage.” 

The FTC is “looking into” gasoline 
additive claims, said an FTC official, 
but no formal probe has been ordered. 

“We (the FTC) have not been un- 
aware of the gasoline additive battle 
that has been going on and the claims 
that are being made,” the official said, 
“but we can take no action until we 
can prove that such claims are false— 
if they are false.” 

When he released his statement 
Ritchie also hinted darkly that large 
battery “monopolies” have put “pres- 
sure” on FTC to rule against AD-X2. 


didn’t want to put up the $150 million 
necessary for building 20 tankers. 

The House group, led by powerful 
Representative Vinson (D., Ga.) in- 
sisted, however, that the safest and 
surest way to get the tankers built was 
for the government to build them. If 
the tankers didn’t get built in a hurry, 
they argued, it would not only en- 
danger national defense but would 
result in idleness in shipyards. 

Awaiting the Nod—As it was finally 
resolved by the committee, the gov- 
ernment will spend $37.5 million to 
build the five ships if, of course, funds 
are appropriated. 

In related action, other conferees 
approved legislation which would 
make 10-year-old tankers eligible for 
trade-in provisions whereby a com- 
pany would build a new tanker and 
turn over its old ones to government 
for a reserve tanker pool. Heretofore, 
a ship had to be 12 years old to be 
eligible. 

These conferees also adopted a 
yardstick for determining the value of 
the traded-in ships, including the pro- 
vision that if the ship had been origi- 


nally purchased from the government 
—as many were in post-war years—the 
trade-in allowance would be limited to 
the sales price plus the depreciated 
cost of improvements made after pur- 
chase. 

The government is pushing hard for 
new tanker construction even though 
many tankers are idle now. It is doing 
so because of the greatly increased 
demand for tankers which would de- 
velop immediately if a war broke out. 
Also, the government wants the old 
T2 type tankers—built during World 
War IIl—replaced because they are 
growing old and obsolete and because 
they don’t have the speed the military 
wants. 


New Richfield Marketer 


The Shield Oil Co., Inc., 239 Hous- 
atonic St., Pittsfield, Mass., has been 
named Pittsfield area distributors for 
the Richfield Oil Corp. of New York. 

Shield, a newly chartered Massa- 
chusetts corporation, brings to the 
business, 10 years’ experience. They 
will distribute Richfield gasoline, mo- 
tor oil, heating oil and lubricants, said 
Norton J. Furman, Shield general 
manager in Pittsfield. 








Storage Tank Caves In During Storm 


® High winds during an electrical, rain and hail storm this month caved in 
a 25,000-bbl. oil storage tank under construction at the Esso Standard Oil 
Co. tank farm in Syracuse, N. Y. The top “rings” (sheet steel sections) 
of the 48-ft.-high tank were torn off by the wind. Esso officials said the 
damage was repaired the day after the storm and construction went ahead 
on schedule. The tank is located in the “Oil City” section of Syracuse, 
which is dotted with hundreds of storage tanks. 
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THE INDUSTRY 


Oil Industry Plans for Attack 


The prompt establishment of 
war emergency committees in 
each of the five PAD districts is 
recommended by the National 
Petroleum Council’s Committee 
on Oil and Gas Emergency De- 
fense Organization as the first 
step in planning for post-attack 
operations. 

The committee urged that the em- 
ergency groups—one for oil and one 
for gas in each district—be appointed 
as soon as possible, “without waiting 
for further international develop- 
ments.” 

Another group of the NPC will 
make a study of U.S. availability and 
production of crude oil and natural 
gas liquids and on reserve production 
capacity. The study will cover capac- 
ities as of July 1. It will bring up to 
date a similar study done previously 
by NPC, covering capacities as of 
January, 1953. 

NPC agreed to make the study at 
the request of the Oil and Gas Divi- 
sion of the Office of Defense Mobiliza- 
tion. Acceptance of the request was 
voted upon recommendation of NPC’s 
Agenda Committee. 

The Agenda Committee also recom- 


mended continuation of the work of 
the NPC post-attack committee. 


Plans Attack Policies—Headed by 
Dr. Robert E. Wilson, Standard Oil 
Co. of Indiana, the post-attack com- 
mittee was appointed in April at the 
request of PAD. Its aim was and is 
to develop “realistic post-attack pol- 
icies” for oil and natural gas indus- 
tries, 

The committee points out it would 
be impractical to attempt to set up any 
detailed planning as to just what could 
or should be done under various 
hypotheses because “there are so 
many possible eventualities in so many 
different areas.” 

However, it said, consideration 
should be given to alternate sources of 
supply of petroleum products in case 
of the complete loss of one of these 
five major refining areas: New Jersey, 
Calumet, Houston-Port Arthur, Los 
Angeles, and San Francisco. 

The destructive power of the A- 
bomb is so devastating that there is 
almost no precaution that could be 
reasonably undertaken to minimize 
damage. The greatest asset is believed 
to be skilled industry leadership in 
drafting emergency plans for utilizing 








Tide Water Fuels Camp-Bound Cars 


@ Tide Water Associated Oil Co. donated gasoline and oil for the cars that 
hauled 60 New York youngsters to the Greenwich House Camp at Copake 
Falls, N.Y., in the Berkshire Mountains, for a three-week summer vacation. 
The 25 autos making the trip were contributed by members of the Classic 
Car Club of America. This 1923 Star touring car, loaded down with camp- 
bound kids, takes on free gasoline at the Shrub Oak Flying -A- station on 
the Taconic Parkway, an hour’s drive out of New York City. Making the 
delivery is Ernest Moretti, station manager. 








the facilities remaining after any 
bombing and getting damaged facil- 
ities back in operation. 

And the best use of this leadership 
is seen through a committee set-up 
where oil men in a given area would 
work together in meeting emergency 
problems. 

To accomplish this end, the NPC 
committee recommends: 

1. NPC should recommend to the 
Secretary of the Interior that he im- 
mediately name committees to guide 
emergency operations of the industry 
on a decentralized basis in event of 
an attack. 

2. Composition of these emergency 
committees should be publicized so 
that the oil and gas industry is aware 
of the plans. 

3. A mechanism should be worked 
out so the whole program could be 
set in action by presidential proclama- 
tion after an attack. The proclamation 
would give the committees power, if 
necessary, to requisition materials and 
products to meet the situation. 

4. To provide intelligent central 
guidance and planning, a PAD-type 
of organization should be restored as 
promptly as possible after an attack. 

5. Oil companies would be urged 
to consider further decentralization in 
expanding facilities, interconnection 
of refinery and terminals by pipe line, 
expansion of underground storage. 

6. Encouragement should be given 
to building up reserves of mobile 
transportation equipment. 

The preliminary report did not in- 
clude (1) recommendations as to 
methods of providing continuity of 
company operations and (2) recom- 
mendations as to advance preparation 
that might be made to offset damage 
and rehabilitate facilities. If the NPC 
and OGD feels such work should be 
undertaken, it will be necessary to 
appoint two subcommittees. 


Petrofina Expanding 
Into Western Ontario 


Canadian Petrofina, Ltd., a com- 
parative newcomer to oil marketing, 
is expanding its marketing into south- 
ern and southwestern Ontario. 

The Ontario division was set up last 
week under H. R. H. Williams of 
Toronto, where the division offices 
will be located. 

Petrofina, a year-old concern, en- 
tered the Canadian market last year 
and now operates some 200 service 
stations in Quebec and Eastern On- 
tario. More than 50 outlets are com- 
pany-owned and 100 are under con- 
struction. 
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RD/S—Initials of a World Oil Colossus 


This week the Royal Dutch 
Petroleum Co. was back on the 
New York Stock Exchange after 
an absence of 18 years. And that 
caused many oilmen to scratch 
their heads and ask: Let's see 
now—Royal Dutch, Shell .. . 
Which is what, anyway? 

Most American oilmen are 
familiar with Shell Oil Co., and 
marketers certainly know Shell 
and its TCP premium gasoline 
very well. They are aware of 
some connection between Shell 
and Royal Dutch Shell, but the 
latter looms as a mysterious 
international giant. 

Royal Dutch Petroleum Co. and its 
partner Shell Transport & Trading Co. 
own the company that owns 65% of 
the voting stock of Shell Oil. That 
company in the middle is Bataafsche 
Petroleum Maatschappij (BPM, for 
short), a Dutch company. 

Shell Oil is both managed and op- 
erated as an American company. Shell 
Oil regards the Royal Dutch/Shell 
Group as investors rather than man- 
agers. 

Although Shell is just a part of the 
sprawling Royal Dutch/Shell group, 
it is the seventh largest money-maker 
among U.S. major companies. Last 
week, Shell Oil reported that its net 
earnings for the first six months 
reached $63.4 million, a gain of $12.7 
million over the same period in 1953, 
which was its banner year. 

That begins to give you a small idea 
of how big Royal Dutch/Shell is. 

First, what is Royal Dutch/Shell? 

RD/S Group—Together, the Royal 
Dutch Petroleum Co. and the Shell 
Transport and Trading Co. form the 
“Royal Dutch/Shell Group” which is 
not a corporation but is a working 
partnership known as a _ condition. 
They are known as parent holding 
companies, with Royal Dutch control- 
ling about 60%. Under RD/S are 
three parent operating companies: 
BPM, Shell Petroleum Co. and Anglo- 
Saxon Petroleum Co. (See the dia- 
gram). 

This is what RD/S has and does: 

e Has a majority or total interest 
in approximately 440 companies and 
a minority (or 50%) interest in an- 
other score or more. 

e Produces, processes or sells crude 
oil and its products in practically every 
country outside the Iron Curtain. 

e Has increased its annual crude 
oil and natural gasoline supplies 80% 
in five years to 617 mil. bbl.—12.3% 
of total world production. 
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FAMILY TREE of Royal Dutch/Shell shows lineup of oil giant. Below, stock listings, 
before, then after the Group returned to Wall Street's Big Board. 


e Has a refinery throughput capaci- 
ty of 626 mil. bbl. a year. 

e Operates ocean-going tankers 
with a simultaneous lift of 6.9 mil. 
deadweight tons (roughly equal to the 
entire U.S. tanker fleet) of which 2.5 
mil. tons are owned by Shell outright 
and 4.4 mil. chartered. 

e Has a major or full interest in 
15,000 miles of pipelines in Europe, 
the Middle East and North and South 
America. 
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@ Displays the yellow scallop Shell 
trademark in 67 countries. 

e Provided gasoline for more than 
one million airplanes at 1,300 airports 
last year. 

e Has spent $1.6 billion on capital 
expansion in the past three years. 

© Recorded sales in 1953 of more 
than $4,750 mil., of which $365 mil. 
came through as profits after taxes and 
minority dividend payments. 

Why It’s Back—Royal Dutch Pe- 
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FINANCIAL 


troleum left the big board in 1936 
rather than comply with new stock 
regulations imposed by the then newly- 
created Securities and Exchange Com- 
mission. (The stock opened at 59% 
and ranged between 59% and 56% 
the first week). 

RD’s return has stirred speculation 
on the reason. One belief in Wall 
Street is that the company wants to 
make its shares a more attractive in- 
vestment in the U.S. Royal Dutch of- 
ficials in The Hague hope that by hav- 
ing the shares widely held on the U.S. 
market that they can convince doubt- 
ers that it is not a monopoly and does 
not restrain trade even though the 
holding companies have interlocking 
directorates. The largest block of Shell 
T & T stock represents only 3% of 
the total issue, by far the largest block 
in either parent holding company. 

While listing may provide Royal 
Dutch with a handier entree into U.S. 
money markets, it also opened up in- 
formation about the company. Last 
week, for example, it was disclosed 
that takings of crude oil from Kuwait 
by the RD/S Group have almost 
tripled in the past five years and are 
now running nearly 100 million bbl. 
annually. Data became public infor- 
mation when the shares were admitted 
to trading. RD/S has been buying 
crude oil through a long-term supply 
agreement with Gulf Exploration Co., 
which has 50% interest in production 
from the Kuwait concession. 

‘Spend to Earn’—If an international 
complex like RD/S had a motto on 
which to base its business philosophy, 
it would be: “Spend More Money” as 
the going gets tougher and competitors 
increase their inroads. First spend 
money to modernize and cut produc- 
tion costs. Then spend it for expansion 
and to serve a greater share of the 
available market. An example of this 
line of thought is apparent in RD/S’ 
shipbuilding program which has in- 
creased as the world market for pe- 
troleum products has softened. One 
can see the results of this in the com- 
panies’ capital expenditures record for 
the last three years—three years in 
which the world’s petroleum markets 
have steadily slacked off. RD/S spent 
$459 million in capital in 1951 and by 
1953 had upped spending to $615 
million. The three-year total is a stag- 
gering $1.6 billion, with 50% of this 
or roughly $800 million being spent 
for exploration and production. In 
three years, RD/S spent $235 million 
on marketing facilities. 

Few Competitors—Standard Oil of 
New Jersey is the only other oil com- 
pany in the world which can compare 
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with the RD/S group, the largest busi- 
ness enterprise with headquarters in 
Europe. Jersey Standard claims assets 
of $3.4 billion, but their sales last year 
trailed the Group’s by a half-billion 
dollars. 

Complex as it is, the RD/S Group 
maintains separate and well-defined 
functions for the three operating com- 
panies. BPM is responsible for re- 
search, production and _ refining; 
Anglo-Saxon handles transport, the 
tanker fleet, finance and some produc- 
tion, and Shell Petroleum is charged 
with distribution. 

The Management—Who runs Royal 
Dutch/ Shell? 

“It’s a partnership,” answer the 
Officials of Royal Dutch Petroleum 
and Shell T & T. 

The Dutch, however, seem to have 
control. The 60/40 relationship is 
carried to the composition of the di- 
rectorates of the three parent operating 
companies. In each case, the same 
seven men make up the board: four 
from Royal Dutch and three from 
Shell T & T. Throughout RD/S, a 
director from either Royal Dutch or 
Shell T & T, or both, serves each of 
the subsidiaries. 

A further indication that the bal- 
ance of power rests in The Hague is 
that the chairman of Royal Dutch, (a 
Netherlander—Jean Baptiste August 
Kessler) is also on Shell’s board, but 
no Shell directors (Britons) are on the 
RD board. 


Kessler, 66, chairman of the Royal 
Dutch Petroleum Board, has been 
with the RD/S Group since 1912, 
when he joined Royal Dutch in Rus- 
sia. In 1915, he transferred to BPM 
in The Hague, became a director of 
Anglo-Saxon Petroleum in 1922 and 
was subsequently named joint man- 
aging director of Royal Dutch/Shell 
Group in 1924. He was named to the 
board of Shell T & T in 1929, and 
became director general of Royal 
Dutch Petroleum in 1946. He lives 
in London. 

The other members of the Royal 
Dutch board are W. H. Van Leeuwen, 
J. Klopper, E. J. Ijzerman, W. H. 
De Monchy, C. J. Baron Collot 
D’Escury, F. Q. Den Hollander, J. 
Luyten, A. S. Oppenheim, M. P. L. 
Steenberghe and B. Th. W. Van Has- 
selt, in order of their appointment. 

Leading the board of managing di- 
rectors is J. H. Loudon, general man- 
aging director, the man who com- 
pleted negotiations in this country for 
the relisting of Royal Dutch with the 
New York Stock Exchange. 

And who controls the parents? 

Since there are no obvious large 


blocks of stock held in either com- 
pany, it is difficult to say whether 
there is an answer. A 2-million share 
block of Shell T & T stock owned by 
Burmah Oil Co. represents 3% and 
is the largest interest in either com- 
pany. There is no way of determining 
the extent of nominee ownership with- 
out getting into numerous personal, 
confidential files. Through nominee 
ownership and the proxy vote, con- 
trol could be in London or the U. S., 
but neither is necessarily the case. 

Other Royal Dutch managing di- 
rectors are H. Bloemgarten, F.A.C. 
Guepin and L. Schepers. 

The managing directors of the 
three operating companies, B.P.M., 
Anglo-Saxon and Shell Petroleum are 
identical, as RD/S explains it, “to 
ensure uniformity of thought and 
purpose.” They are Sir Francis Hop- 
wood, Loudon, Bloemgarten, J. W. 
Platt, Guepin, F. J. Stephens and 
Schepers. 

Historical Background—tThe story 
of RD/S goes back to 1830 when the 
British trading firm of Marcus Samuel 
& Co. was set up to carry on general 
trade in the Far East. Eventually Mar- 
cus Samuel became interested in kero- 
sine trade, and later the firm went into 
oil production in Borneo. At the same 
time, a rival firm was _ established 
under the name “Royal Dutch Co. for 
Working of Petroleum Wells in the 
Netherlands Indies.” 

In 1897, Marcus Samuel set up its 
petroleum interests as the Shell Trans- 
port and Trading Co. Six years later, 
Royal Dutch and Shell joined forces 
without merging. In 1907, they organ- 
ized three companies—Asiatic Petrol- 
eum Co. (now Shell Petroleum), 
Anglo-Saxon Petroleum Co. (both of 
London), and BPM, The Hague. The 
three were and still are wholly owned 
subsidiaries of the two partners. 


Atlantic Selling Out 
In Eastern Hemisphere 


The Atlantic Refining Co. will sell 
its Eastern Hemisphere marketing sub- 
sidiaries to Anglo-Iranian Oil Co., Ltd. 

The operation is expected to be 
completed before the end of 1954. 

The sale is advantageous to Atlantic, 
said Henderson Supplee, Jr., company 
president, because the price paid by 
Anglo-Iranian will produce a substan- 
tial profit and will allow Atlantic to 
speed up consolidation of business in 
the Western Hemisphere, which is 
where its producing properties, refin- 
ing facilities and principal markets are 
located. 
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LABOR 


Richfield Case May Set Precedent 


The old question of employer 
prerogatives versus union rights 
is soon due to be more sharply 
defined, with an oil company to 
be the plotting board. 

The National Labor Relations 
Board is in the process of thrashing 
over a key part of this question— 
whether employers are required to 
negotiate with a union to provide 
company stock for its employes on a 
share-the-cost basis. 

Last week, the issue was tossed to 
the federal board for the first time 
in a case involving Richfield Oil Corp. 
of Los Angeles and the Oil Workers 
International Union (CIO). The an- 
swer hinges on whether the benefits of 
the stock purchase plan volunteered 
by Richfield for its 3,000 workers 
come under the label of wages or 
company business operations. 

At an open board hearing, Rich- 
field attorneys contended that its offer 
to share stock with its workers had 
nothing to do with wages or condi- 
tions of employments; that the offer 
was not compensation for work per- 
formed and had no effect on the em- 
ploye’s job tenure. 

To be forced to bargain on the sub- 
ject, the company claimed, would 
permit the CIO workers to gain a 
voice in company operations through 
control of stock in the employes 
hands. 

The union’s cause was argued by 
the NLRB general counsel who sup- 
ported its contention that Richfield 
had committed an unfair labor prac- 
tice by setting up the sfock purchase 
plan without first negotiating on de- 
tails of the plan with CIO officers. 
The benefits accrued by the stock 
should be considered as a wage bene- 
fit—which under the Taft-Hartley are 
matters of collective bargaining—to 
be worked out in joint labor-manage- 
ment consultation, according to the 
counsel. 

Union Position—His argument: The 
union would have no voice in voting 
the employe-held stock, because it 
has no voice in deciding how the em- 
ployes wages will be spent. Since both 
should be considered wages, it’s up 
to the individual worker how he 
spends these benefits. 

A key issue concerns the special 
nature of the Richfield plan. Under 
the plan, employes pay up to 5% 
of their wages, with the company put- 
ting in amounts from 50% to 75% 
of the employe’s contribution. One 
board member questioned at the hear- 
ing whether the cash contributions 


shouldn’t be considered as wages but 
noted that the simple offering of stock 
might not fall under this definition. 

While the questions asked by 
NLRB members indicated a disposi- 
tion for the union position, they do 
not necessarily indicate the way the 
members will vote. It may be several 
weeks, at least, before a decision is 
reached. 


OWIU's Wage Campaign 
Facing Initial Test 


Oil Workers International Union 
(CIO) faces a major test next week 
in its drive for a 5% wage increase 
when it comes up against Sinclair 
Refining Co. negotiators. 

Union and Sinclair representatives 
will sit down at the conference table 
July 29 to discuss improvements in 
the company’s hospital and surgical 
plan, with formal negotiations on 
wages to follow. 

The Sinclair contract, covering 
some 10,000 workers, is OWIU’s only 
nation-wide agreement. Union head- 
quarters disclosed that M. E. Stone, 
Sinclair vice president in charge of 
industrial relations, and B. J. Schafer, 
OWIU international vice president, 
already have had preliminary confer- 
ences on the subject of wage increases. 

The CIO Steelworkers wage settle- 
ment is described by OWIU spokes- 
men as lending “some encouragement 
to OWIU’s current drive for a 5% 
general increase in wages.” Steel- 


workers received wage increases, pen- 
sion and welfare benefits that will cost 
employers about 8¢ an hour. 

O. A. (Jack) Knight, OWIU presi- 
dent, says he hesitates to “attempt to 
compare the steel settlement with 
OWIU’s proposals,” in view of the 
complexity of the steel package. 

“However, I believe the fact that the 
steel companies, which are the heart 
of U.S. industry, have agreed to a 
substantial settlement without a strike 
indicates that industry in general will 
be willing to grant increases this year.” 

OWIU says that “as accurately as 
can be estimated on a national basis, 
a 5% increase for oil workers would 
amount to about 11.25¢ an hour.” 


OWIU Cancels Convention 
Awaiting Merger Outcome 


Oil Workers International Union 
(CIO), awaiting developments in the 
proposed oil union merger plan, has 
cancelled its previously scheduled 
Aug. 23 annual convention in Cleve- 
Jand. 

The OWIU publication Jnternational 
Oil Worker says if the merger de- 
velops with sufficient rapidity, it will 
not be necessary to hold the OWIU 
convention “since the merger conven- 
tion would take its place and accom- 
plish the same purposes.” 

But OWIU is taking no chances. 
The special convention June 1-2 in 
Cleveland amended the union’s con- 
stitution to extend the 1954 conven- 
tion deadline to any date not later 
than Dec. 31, so the OWIU conven- 
tion can be scheduled again if the 
merger plan runs into a snag. 


Seamen Backing Philadelphia Push 


Union seamen have breathed 
life into the all-but-dead Phila- 
delphia service station drive and 
the push is on again to organ- 


ize that 5,000 
employes. 

AFL Seafarer’s International Union 
is “calling the shots” openly for AFL 
Teamsters Union Local 596. 

In picketing, sound truck operation 
and leaflet distribution, seamen will 
carry the load as much as the team- 
sters. 

SIU’s port agent for Philadelphia, 
A. S. Carduilo, was principal speaker 
at a meeting last week of the Petro- 
leum Retailers of Philadelphia, at 
which a new contract was offered the 
dealers. Under the new agreement, 
the minimum-wage demand is re- 
duced to $1.275 hourly from the pre- 


city’s station 
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vious $1.50. It has no provision, as 
had the earlier contract, for hiring 
one man for every 5,000 gal. of 
gasoline pumped per month. 

Twenty of the 40 dealers attending 
the meeting said they would accept 
the pact with possible minor revi- 
sions. 

Regarding SIU’s part in the cam- 
paign, Cardullo said his organization 
has helped “lots of unions,” CIO as 
well as AFL, in organizing activity. 
He added that he would withdraw 
from the service station field when 
the Teamsters felt they no longer 
needed SIU aid. 

An SIU man from New York, 
Bernard Brown, has been installed as 
secretary-treasurer of the Philadelphia 
Teamster local, replacing Anthony 
Marisco, who resigned. 
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LABOR 


Ousted CSPU Local in Turmoil 


The affairs of the Central 
States Petroleum Union, Local 
100, became further complicated 
last week. Change of name was 
the first order of business. And 
with less than 1% of the entire 
membership on hand, the attend- 
ance voted approximately three 
to one against changing the lo- 
cal’s name. A court order had 
proclaimed they do so by Au- 
gust 1. 

A source close to the union’s ac- 
tivities pointed out that the local’s 
affairs have been in a turmoil for the 
past several months under the leader- 
ship of Joseph J. McKenna. He is 
charged with being responsible for 
non-payment of per capita dues to the 
CSPU national organization and the 
local’s ultimate dismissal from that 
union. A court order since then re- 
quired the local to pay $9,477.73 for 
per capita dues from January 1 to 
March 20 when the local lost its na- 
tional charter. 

To rectify the present trouble, the 
source said the following alternatives 
were open to the membership: 

1. By petition, start a new CSPU 
local. 

2. Referendum vote of confidence. 
(This is held unlikely because the at- 
tendance at the last meeting was be- 
lieved indicative of dissatisfaction 
with the present leadership.) 


3. “Forcing” of a vote for union 
representation when the local’s pres- 
ent contract with the Standard Oil Co. 
of Indiana expires next February. 
(The local represents some 5,700 em- 
ployes at Indiana Standard’s Whiting 
Refinery.) 

It was pointed out that the problem 
currently is complicated by the fact 
that the company is required by exist- 
ing contract to deduct union dues 
from employes’ wages. 


EXPANSION 


Modernization Stalled 
In Tax Write-Off Plan 


Plant modernization may be out of 
the running for fast tax write-offs. 

While not officially killed, the at- 
titude at Washington now seems 
unfavorable. Plan to make modern- 
ization eligible for accelerated depre- 
ciation benefits has been under con- 
sideration for several months and 
apparently has made no headway. An 
Office of Defense Mobilization official 
hints that the government doesn’t 
want to lose the tax money right now. 

Meanwhile, ODM is continuing the 
old policy of turning down rapid 
write-off applications where replace- 
ment, rather than expansion, is in- 
volved. Last week for example, ODM 
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denied a portion of an application by 
Magnolia Petroleum Co. in which a 
fast tax write-off was sought on con- 
struction of 207 miles of 20-inch crude 
oil pipe line. The new line would re- 
place a present multiple line from 
Corsicana, Tex., to Beaumont, Tex., 
which the company said was obsolete. 

Cost of the line was estimated at 
$11,146,000, and it would have a ca- 
pacity of 125,000 b/d. Of course 
ODM’s refusal to grant a rapid write- 
off does not bar Magnolia from going 
ahead with the project, if it so desires, 
subject to usual long-term depreciation 
as a capital asset. 

At the same time Magnolia ob- 
tained approval of its application for 
rapid depreciation of two 131,500 
bbl. storage tanks at Corsicana. Write- 
off grant will apply to 40% of $500,- 
000 estimated cost. 

Other applications approved last 
week by ODM included following: 

The Texas Co.—Construction of 
9,040-b/d catalytic reforming unit and 
other facilities at West Tulsa refinery; 
65% on $4,467,000, 50% on $2,400,- 
000 and 15% on $33,000. 

Humble Oil & Refining Co.—In- 
stallation of 10,000 KVA transformer 
and other electric power facilities at 
Baytown, Tex., refinery; 50% on 
$215,000. 

Cities Service Oil Co.—Construc- 
tion of two 30,000-gal. storage tanks 
and 100,000-bbl. underground storage 
cavity for storage of liquefied petro- 
leum gas at Des Moines, Iowa; 40% 
on $571,000. 


Conoco Opens New Office 


Continental Oil Co., as a result of 
“increased business,” is establishing a 
division sales office in Minneapolis on 
August 2, said J. R. Cunningham, 
northern region marketing manager. 

The division will include all of Min- 
nesota, northern Michigan and the 
northern two-thirds of Wisconsin. 
This territory was formerly handled 
by Conoco’s Chicago division office. 
R. W. Abrahamson, of the Chicago 
Office, will be division sales manager. 





Due to an error the wrong 
Southwest Grease & Oil Co. 
advertisement appeared in the 
July 14 issue of National Petro- 
leum News. The correct one is 
appearing on page 60 in this 
issue. Therefore, the reprints 
used in a promotion mailing by 
the advertiser, should have read 
July 28 rather than July 14. 
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TRANSPORTATION 


LETTER TO THE EDITOR 


From: Henry James 
President 
American Pipe Line Corp. 


There have been brought to my at- 
tention two articles published in the 
NATIONAL PETROLEUM News which 
create the impression that because of 
tanker opposition, the products pipe 
line of American Pipe Line Corp. ex- 
tending from the Gulf Coast to New- 
ark, New Jersey, is not likely to be 
built. The first article appeared in the 
June 30 issue under the heading 
“Proposed Pipe Line Has Planners 
Worried” and the other, appearing in 
the July 14 issue, is headed “Tankers 
vs. Pipe Line”... 

It is difficult for me to believe that 
you did not know that one of the pri- 
mary purposes of our line is to serve 
the mid-west markets to Pittsburgh. 
One does not have to look at the map 
of the United States to realize that 
these markets cannot be served by 
the tankers referred to in your article. 
The low cost transportation provided 
by our common carrier non-shipper 
owned pipe line system gives the Gulf 
Coast refineries an opportunity to 
serve the public in these mid-west 
markets from which they are now 
excluded because of the existing obso- 
lete high cost combined water-rail-or 
truck transportation. The T-2 tankers 
now used to link the Gulf Coast with 
the East Coast are obsolete and the 
inexorable law of economics, regard- 
less of our products line, would in- 
evitably eliminate them. The oil com- 
panies have estimated that not over 
ten of these tankers would be dis- 
placed by our system and I am sure 
that no fair-minded citizen would in- 
sist that our national defense be jeop- 
ardized merely to keep these obsolete 
tankers in service. Incidentally, we 
have, in fact, urged the administration 
to support legislation to have the Gov- 
ernment purchase these old tankers 
and help build new ones because we 
firmly believe that the national security 
of this country requires both tankers 
and our products pipe line. 

Your article indicates that the 
tanker interests will block the build- 
ing of our line. It may be possible 
that by some illegal or immoral ac- 
tion, the tanker interests will attempt 
to block the building of the line but 
I wish to assure you that the responses 
we have received to date from the oil 
industry indicate that the responsible 
leaders of this industry will not join 
in any such effort to thwart the build- 
ing of a products pipe line connecting 
the Gulf Coast with the mid-west and 
East Coast defense areas. . . 
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Supertanker Launched 

Cities Service Oil Co.’s third super- 
tanker was launched Friday in New- 
port News, Va. 

The 38,000-ton Cradle of Liberty is 
the third of her class and is the sister 
ship of the W. Alton Jones and the 
Statue of Liberty. A fourth ship, the 
Liberty Bell will complete the super- 
tanker additions to the Cities Service 
fleet. Like the other two tankers, the 
Cradle of Liberty has a 336,000 bbl. 
capacity and can discharge a cargo 
of 14,112,000 gal. of oil or gasoline 
in 13% hours. 


Packard Builds Turbine 


The Packard Motor Car Co. has 
been awarded a major contract by the 
U.S. Navy to design and develop a gas 
turbine for naval use. Packard engi- 
neers have been working on a gas 
turbine engine of high shaft horse- 
power with economic fuel character- 
istics and long life between overhauls, 
which will be adaptable to mass pro- 
duction methods. 

The turbine engine will soon be 
ready for active tests, according to 
Packard. 
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suits your profits to a‘'T’”’... 
STEPS UP TBA SALES! 


“Teelon” puts a “Roof of light” over your 
: selling zone... all light is directed downward. 
Eliminates annoying shadows caused by several sources 


--now, only one CONTINUOUS SOURCE OF LIGHT. 


Striking appearance . .. choice of six colors 


suits your budget to a “Tt” 

with LOW-COST INSTALLATION 

Unique sliding construction adjusts to any 
pole spacing. Only one pole needed for 4 
to 8’ lengths (over 8’ up to 16’ lengths use 
2 poles). 


suits you to a “T” 

with LOWER MAINTENANCE COSTS 
Equipped with unbreakable, metal-clad, ex 
clusive Benjamin “‘Springlox'’ Lampholders 
with a new feature which makes re-lamping 
even easier. 

Wiring, control equipment easily reached 
Add supplementary incandescent “punch 
lighting without new wiring. 





.. Cam be fitted te a “y | 
with BENJAMIN TEELON!"” | 











SECOND OF A SERIES 


ON-THE-JOB TRAINING is how Gaseteria, Inc., teaches employes, then finds the best by inventory 


Jobber’s ‘Inventory’ Finds the Best Man 


A new system of manpower 
inventory enables Gaseteria, Ine. 
of Indianapolis to determine at 
all times whether service station 
employes are making satisfac- 
tory progress. 

The inventory system ties in closely 
with Gaseteria’s long standing on-the- 
job training program which functions 
continuously at the company’s 46 
multi-pump stations throughout Indi- 
ana and in Louisville, Ky. 

It was devised by Gaseteria officials 
shortly after last Jan. 1. At that time, 
the manpower problem began to ease 
and the company decided it could start 
being more selective in the men it 
hired and retained. 

“This program would have been 
useless until the turnover of station 
personnel started slowing down,” ob- 
served Russell Williams Jr., general 
sales manager. “But when the man- 
power picture started to change, we 
decided it was time to be more selec- 
tive, to weed out the men who either 
weren't capable of doing the job, or 
just weren't doing it. It enabled us to 
determine pretty actually within a 
short time how new employes were 
going to do.” 


22 


The manpower inventory covers 
two types of employes—new men who 
have been in training 30 days, and 
assistant station managers (labeled 
“shiftmen” by Gaseteria) who might 
be in line for promotion. 

The inventory of new employes is 
designed to determine whether it is 
worth Gaseteria’s time, effort and ex- 
pense to continue them in the training 
program. The report is made by the 
station manager and subsequently he 
and the supervisor confer with Gase- 
teria marketing executives as to 
whether the employe should be re- 
tained or discharged. 


TYPICAL QUESTIONS 


In his inventory of the new em- 
ploye, the station manager answers 
such typical questions as: 

Has the new employe learned the 
value of cleanliness and personal ap- 
pearance at the station? 

Does he work carefully, efficiently, 
carelessly, slovenly? 

Does he make a favorable impres- 
sion on customers? 

Can he see things that need to be 
done? 

Can he take orders and accept disci- 


pline when it is necessary? 

What is his attitude toward giving 
the right type of service—good, bad, 
indifferent? 

Is he intelligent enough to use an 
organized manner of selling? 

Does he invite people into your 
station? 

Will this man develop into a sales- 
man? Will it take a long time? Will he 
be outstanding, mediocre? 

At the end of questionnaire, the 
manager states whether in his opinion 
the employe will become an outstand- 
ing, mediocre, fair or poor Gaseteria 
employe. 

The assistant manager, in order to 
qualify for promotion, must answer 
correctly a list of 42 questions pro- 
pounded by the station supervisor. 

Typical of these questions are: 

Can you make out a discount and 
charge ticket? 

Do you know how to make out a 
daily report, nightman’s report and 
inventory? 

Do you know how to order gasoline 
and supplies? 

Do you know the policy and pro- 
cedure on customer complaints? 

Do you know how to test the sta- 
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tion’s gasoline tanks for water? 

Do you know how to check trans- 
mission, differential, grease and oil 
filter on all makes of cars? 

Do you know our color codes, Ca- 
pacity of tanks and location? 

Do you know how to transfer mer- 
chandise from one station to another? 

Do you know how to eliminate 
shortage? 

When Gaseteria inaugurated the 
manpower program earlier this year, 
all station personnel was inventoried 
in much the same manner. From these 
returns, Gaseteria was able to detect 
which of the men were not making 
progress and either weed them out or 
stimulate them to greater efforts. 


TRAINING ON-THE-JOB 


Gaseteria’s on-the-job training pro- 
gram, which has been constantly re- 
vised since it was first put into 
practice six years ago, emphasizes con- 
tinuing instruction, frequent examina- 
tions and consistent management 
follow through. 

Prior to the on-the-job training 
course, the company called its em- 
ployes in for periodic 10-day schools. 
It decided, however, that such con- 
centrated courses had a diminishing 
effect. The students were able to ab- 
sorb what was taught during the early 
days of the school but by the last 
few days were retaining hardly any- 
thing. 

But, under the on-the-job training 
procedure, the employes, old as well 
as new, are undergoing instruction as 
they work. The veteran employes re- 
view and the new ones learn. They are 
putting theory into practice. And both 
theory and practice become a part of 
them because they are using both all 
the time. 

The program, which runs through- 
out the year, consists of 24 lessons, 
each of which spans a_ two-week 
period. 

Typical titles of the 24 lessons are: 

. The Value of a Clean Station. 
. Greeting the Customer. 

3. The Analysis of an Oil Drain. 

. Selling Motor Oil—How, When, 
Where. 

. Cold Facts on the Cooling Sys- 
tem. 

6. Closing the Sale. 

When each lesson begins, the new 
trainee is presented with an attrac- 
tively designed pamphlet which out- 
lines the course in printed text, car- 
toons and photographs of how it 
should be done. This pamphlet he 
carries with him to study during quiet 
moments at the station or later on his 
own time. 
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Next, the station manager or super- 
visor gives him a practical demonstra- 
tion in the lesson. His pamphlet on 
“Greeting the Customer” tells the 
new employe that the proper greeting 
consists of: 

1. A prompt approach. Run or 
briskly walk to meet the car as it 
stops at the pump island. 

2. A friendly smile. “Don’t just 
skin your teeth, but really smile.” 

3. An appropriate, selling greeting. 
“Good morning, Mr. Jones. May I fill 


your tank with Super Ethyl, Please.” 
DEMONSTRATION HELPS 


As the new employe watches from 
the side, the manager and older at- 
tendants actually demonstrate this 
routine when a customer approaches. 
Within a short while he is ready to 
try it himself. The same procedure is 
true of the other lessons. 

A competitive touch between em- 
ployes at the various stations is added 
through the use of a “challenge chart” 
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POST LITES 


Model No. P-640 
P-840 





ALL-ALUMINUM 
AREA LITE 


Model No. AR-320 
AR-600 








Our insignia . -- 


Glo-rite lites 
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to satisfy 


Our agim..... your needs 





With a Complete 
Line of Service 
Station Lighting 
and Standards 


OSCAR PHILLIPS 





glo-rite lites 


MANUFACTURERS OF SERVICE STATION EQUIPMENT SINCE 1910 
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5600 VINE STREET 
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TRAINING 


during the two-week period of a par- 
ticular lesson. This is in the form of 
a wall poster depicting some salient 
features of the lesson of the week, 
and, wherever the nature of the lesson 
permits, a ruled scoreboard. 

Names of trainees are written into 
a ruled box at the bottom and check 
marks are entered each time a trainee 
performs a duty properly. Staff mem- 
bers check up on each other to see 
that the box score is completed. 

The new employe is provided with 


ISLANDER 


a small examination book which he 
fills out at the end of each week and 
turns in to the manager. These ex- 
amination booklets contain printed 
questions followed by a group of al- 
ternative answers, and all the em- 
ploye need do is select and check 
the correct reply. 

After four lessons have been com- 
pleted, each new man turns in a 
written review of the subjects covered. 
In contrast to the weekly tests, the 
review examinations present ques- 


VALENTINE ALL-STEEL PORTABLE 
SERVICE STATION & ISLAND UNITS 
NOW! 4 TO 6 WEEK DELIVERY! 


Vis 


PRICES SO LOW, 
QUALITY SO HIGH, 
IT’S HARD TO 
a ..... 


- - OUR PRODUCTION 
METHODS SAVE YOU 
$ $ MONEY! $ $ 


SERVICE STATION 


Valentine all-steel, portable service 
station unit comes to customer com 
pletely assembled. 2 restrooms, all 
wiring, lighting, partitions, storage 
room, shelving. Completely insulated 
and fire-resistant. Designed to fit cus 
tomer’s color scheme. Customer has 
a ready before unit is ship 
pe 


Pictured is Valentine’s Standard 4’x8’ Islander. Same welded all-steel con- 
struction as service station unit. Designed to match customer's installation. 
Comes complete with fluorescent lighting, plate glass windows, insulation, 
door, marquee. Customer's choice of 2 colors. 

These units can be moved at any time within a day’s notice. Customer can 


afford short term lease. 


For Full Details, Write us today: 


Valentine Manufacturing, Inc. 


P. O. Box 667 


Wichita, Kansas 





tions which require considerable 
thought and must be answered in de- 
tail in writing. 


A MEASURE OF PROGRESS 

By studying the quick weekly ex- 
aminations, supplemented by the more 
complete reviews at the end of four 
lessons, management can obtain an 
exact measure of the progress each 
man is making. 

Gaseteria feels that no such com- 
parison could be obtained by any 
other means. Even a tour of stations 
for personal observation is not half 
so revealing. And, the company points 
out, the much more common method 
of checking a station’s volume of busi- 
ness can only indicate when something 
is wrong without pointing to the 
remedy. 

Russel Williams Sr., president of 
Gaseteria, observed that if a train- 
ing course is to succeed, all of the 
participants, both teachers and train- 
ees, must have enthusiasm for the 
lessons. They need to be sold on the 
objectives, and on the methods being 
used to attain them. 

Each of the 24 subjects listed as 
lesson topics is a separate unit, com- 
plete in itself. The plan is readily 
adaptable to salary operated stations, 
lessee stations, and Independents. 


Retailer Group Urges 
Investigation of Majors 


Representative for a group of Penn- 
sylvania gasoline retailers has written 
a letter to numerous federal govern- 
ment officials charging major oil com- 
panies with “unscrupulous, deceptive 
and illegal” methods in “an effort to 
control retail gasoline markets.” 

The letter, which was sent to Con- 
gressmen, Federal Trade Commission 
and the Justice Department, was sign- 
ed by Lester M. Miller, who said he 
was the business manager of Gasoline 
Retailers Service Committee. Miller 
said the committee was limited to ac- 
tive gasoline retailers. 

Miller said he was writing “in be- 
half of 30,000 Pennsylvania gasoline 
dealers.” He said his group was not 
in a position to prove the charges it 
was making but that the federal gov- 
ernment could and should do so. 

He said “hundreds” of complaints 
have been filed in Washington and that 
“tons of evidence” had been presented 
showing that the majors had violated 
the Sherman Act, the Robinson-Pat- 
man Act, the Clayton Act and the 
Federal Trade Commission Act. Yet, 
he said, “nothing has been done about 
ty 
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Permanent attachment is one of the outstanding 
advantages of Scovill hose couplings. 

This, we think, makes real sense since gasoline 
hose comes in such good quality now, and is so 
long-lived, that there is no longer any point in using 
anything but permanently attached couplings. 

Think of some of the advantages found in Scovill 
couplings: They’re leakproof, uniform assemblies 




















which will remain trouble-free for the life of the hose. 
You get positive attachment, a perfect static con- 
nection, and internal expansion insures maximum 
flow. 

For complete information, write for Bulletin 570-H 
on gasoline hose couplings. Scovill Manufacturing 
Company, Merchandise Division, 81 Mill Street, 
Waterbury 20, Connecticut. 





SCOVILL HOSE COUPLING FEATURES: 


Note broader area over which coupling 
grips hose— maximum compression 
without cramping. The hose can stand 
more flexing without weakening. 

Two-piece construction—ductile cop- 
per alloy tube press-fitted and sweated 
into forged brass body. Metal serra- 


tions firmly imbedded in hose. Leak- 
proof connection prevents wicking 
note rubber pushed forward to fill en- 
tire recess. I1.D. of coupling same as 
nominal I.D. of hose—full flow, no 
bottleneck, no turbulence. Also avail- 
able for fuel oil applications. 


TRIPLE TESTING PROVES SCOVILL DEPENDABILITY 


Pressure test proves Scovill coupling 


Flexing test proves Scovill coupling does 
holds beyond bursting pressure of hose. 


Pull test proves Scovill coupling holds 
not weaken hose. 


beyond tensile strength of hose. 











A Product of 


SCOVILL TRIPLE-TESTED Coxsolinge GS 
GIVE MAXIMUM FLOW, SAFETY AND HOSE LIFE 
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TRAINING 


NPN Goes to the Georgia Jobber Institute 


So successful was the second annual management insti- 
tute of the Georgia Independent Oilmen’s Association that 
it will become a yearly affair. 

That’s the word from C. Wylie Stalter, secretary-treas- 
urer of GIOA, appraising the institute just held at the 
University of Georgia and attended by 12 marketers, both 
up-and-coming and seasoned. Incidentally, 12 is an ideal 
number—far more satisfactory than 20, the number who 
attended last year, said Dean Gates of the U. of Georgia. 

Texas Oil Jobbers Assn., the only other state group which 
has sponsored an institute, has held four. Five other state 
associations have asked Stalter for information. The Con- 


KEYNOTE SPEAKER L. T. White, Business Research Direc- 
tor of Cities Service Petroleum, Inc., enters group discussion 


necticut Petroleum Assn. will hold one at Yale in 
September. 

Stalter’s tips: Any jobber group can undertake such a 
project . . . They should try to select a time when the 
co-operating college doesn’t have a crowded schedule. 

Two subjects featured were “accounting” and “how to 
train.” Discussing next year’s agenda, the marketers put 
in for “personnel—training and human relations,” “operat- 
ing expenses,” “credit,” “sales promotion” and “finances.” 
A selection will be made later. 

The story of the institute is told in the pictures on these 
four pages. 


JOBBER C. Wylie Stalter, secretary-treasurer of the Associa- 
tion, asks a question during a session on record-keeping 


GOOD FOR A LAUGH is L. T. White's story about a discount 


INFORMALITY in all courses and discussions was the rule 
during one of the classes at the Institute 


during the Institute. Here White sits in with a group 
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REGISTRATION DAY at the Georgia Institute finds Jobbers 
G. A. Blood, seated, and A. B. Bizzell, being oriented as Dean 
James Gates looks on. Training Specialists Mildred Jackson 
and William Brady, Jr. give the word 


ACCOUNTING group hears Art Soergel, assistant chief ac- 
countant, southeastern district, Sinclair Refining Co. 


GROUP considers possible need for a cash register that would 
be suitable for use “on the island” at stations 
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DEAN GATES, of the University’s College of Business 
Administration, spoke to the group on “The Job of the 
Executive,” and later led a discussion on the suggested topics 
to be considered at the next session of the jobber institute 


TRAINING CONSULTANT Dr. Natalie Kneeland, Georgia 
Distributive Education Service, led “How to Train” course 


DEMONSTRATING trait training with “interest in the cus- ® 
tomer” are Jobbers Frank Walthall and Bizzell 





TRAINING 


STRAIGHTENING OUT a knotty problem for one of the 


jobber class members, right, is a course instructor 


B. E. LEIGH, Colonial Oil Industries, Inc., holds the floor in 
a discussion of credit during one of the group sessions 


THERE’S HUMOR IN IT, too, as the Georgia oil jobbers 
work their way through the University’s three-day course 


CONCENTRATION is the thing during one of the courses. 
Here Stalter and Jobber Walthall check their notes 


COKE BREAK finds jobbers and speakers relaxed between 
classes. Members measured their operations against others 


CERTIFICATES on completion of her eight-hour “How to 


Train” course awarded by Dr. Kneeland, training consultant 
28 
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DISCUSSING A POINT of information are these members of the Institute. Individual attention was emphasized at sessions 
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TALKING IT OVER at the end of one of the classes, members compare notes and stretch their legs at the same time 


Tl 


es 


ON THEIR WAY HOME, jobbers leave the second annual Management Institute, with their diplomas in hand 
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TRAINING 
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TRAILER CLASSROOM stands hitched up and ready to bring 
its training tips to Union's 9,200 dealers and employes 


Ps 
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CLASS watches slides that depict good driveway practices in 
the rolling classroom. Trailer holds 19 at one sitting 


Rolling Classroom Takes Training to Dealer 


Union Oil Co. is delivering a 
concise training program direct- 
ly to its sales force in service 
stations and bulk plants through 
an unusual mobile classroom. 

The classroom is actually a 
30-ft. trailer which, towed by a 
station wagon, will visit company- 
operated and leased stations and 
bulk plants throughout Southern 
California and Arizona. 

The trailer contains enough folding 
chairs to seat 19 men, although classes 
are expected to average 12. The chairs 
have writing arms and are set up 
around the classroom, rather than in 
rows, to emphasize a conference-type 
presentation. 

Adaptability to year-around opera- 
tion is assured by both air-condition- 
ing and heating systems. The trailer 
and station wagon are painted in 
Union’s color scheme. 

Accent on Visual Aid—An unusu- 
ally complete array of projection 
equipment is a feature of the unit. 
In addition to motion picture and 
slide projectors, it boasts a “bowling 
alley” type projector which permits 
the instructor to show large slides 
from his desk at the front of the room. 

He is able to throw a sketch of a 
station layout on the screen and then 
use a succession of overlays to depict 
the various steps which salesmen 
should take in servicing cars in ac- 
cordance with Union’s pump island 
procedure. The trailer also carries an 
opaque type projector which enables 
the instructor to use unmounted books, 
charts or pictures. 

Developed by the company’s sales 
promotion and training department 
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under the direction of W. M. Sopher, 
manager, the mobile classroom is 
staffed by J. L. Burrus and J. H. 
Miner, sales training representatives. 

Shakedown Run — The car-and- 
trailer combination will take off on 
a two-week experimental tour. After 
that, a regular schedule will be main- 
tained with a view to covering stations 
and wholesale points three or four 
times yearly. 

Depending on the success of the 
first unit, the company hopes even- 
tually to place enough units on the 
road to cover its marketing area in 
the Far West with the exception of 
Montana. 

Training material is aimed primarily 
at station salesmen although dealers 
and station managers will be asked to 
attend. The program will be divided 
equally betwetn retail and wholesale 
instruction: a four-hour morning ses- 
sion will be held for station employes, 
and an afternoon session of equal 
duration will be set aside for dis- 
tributors, consignees, truck drivers 
and plant personnel. When the class- 
room arrives at an installation, an 
effort will be made to rejuggle shifts 
in order to keep it operating smoothly 
during the teaching period. 

The instructional material will cover 
three broad categories: 

—Description of Union products 
and how they are used. 

—Techniques of selling. 

—Information about the company 
and its policies. 

The program is one tangible result 
of a recent expansion in Union’s 
training staff to the point where it 
now consists of four men in the head 


office and a training representative in 
each of three western marketing ter- 
ritories. 

The newly modernized training cen- 
ter has been holding two-week sessions 
for marketing personnel ranging all 
the way from station salesmen to dis- 
trict managers. 

The Trailer—The $10,000, 6,000- 
Ib. mobile classroom is expected to be 
the precursor of a fleet which even- 
tually will cover all the company’s 
8,000 dealers and employes as well 
as 1,200 consignees and employes. 

The interior is designed so it can 
be converted from a classroom into 
a display room for company products. 
Equipment includes a portable demon- 
strator windshield used for teaching 
best glass-cleaning techniques (pro- 
vided by Wilco Co.) and an instructor’s 
desk and reference library in cup- 
boards at one end of the unit. 

The problem of two wheel housings 
which protrude into classroom was 
neatly disposed of by constructing up- 
holstered window-seats over them, 
each capable of seating three men. 

Interior walls are finished in var- 
nished plywood paneling. Fluorescent 
lighting is used and the floor is of 
composition tile. 

The trailer’s picture windows are 
covered with drapes suspended from 
quilted cornice boxes. 

Heat is provided by a floor furnace 
operating on propane carried in twin 
tanks mounted on a bow. The trailer 
takes its 110-volt electric power from 
two separate outlets in service stations 
in order to avoid overloading circuits. 

The unit is towed by a hydramatic- 
equipped GMC carryall. 


NATIONAL PETROLEUM NEws * July 28, 1954 





WANT A LITHIUM-BASE 
MULTI-PURPOSE GREASE 
UNDER YOUR OWN 
BRAND NAME? 


You can’t improve on the 
ORIGINAL, PROVED lithium-base 
multi-purpose grease 

by INTERNATIONAL. 


Greater and greater is today’s demand for a 
dependable multi-purpose lubricant 


Our multi-purpose lubricant, made from the 
highest quality lithium hydrate and specially 
treated hydrogenated castor oil, offers many 
advantages . . . unusual mechanical stability, 
high resistance to moisture and oxidation, good 
low temperature pumpability, high melting 
point. These benefits have been proved in 
grease industry laboratory tests*, by farm 
cooperatives, fleet superintendents, and indus- 
trial users. 


YouR BRANI *Actual test data on request 


Only multi-purpose greases made under In- 
ternational’s exclusive homogenized process 
(U. S. Patent No. 2,397,956) offer such se- 
curity and low economy. 


Let us send you a sample. 





INTERNATIONAL LUBRICANT CORPORATION 


New Orleans, Louisiana 


MANUFACTURERS OF QUALITY LUBRICANTS 
AVIATION * INDUSTRIAL * AUTOMOTIVE + MARINE 
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Overall View of UOP Platformer 
at Pana Refining Company 
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Platformer Helps Pana 
Achieve High Quality Goal 


By R. H. Carroll, Manager 
Pana Refining Company 


Division of 
Illinois Farm Supply Company 


THE 650 B/SD UOP Platforming 
unit which went on stream at our 
refinery last October has enabled 
us to achieve a long-sought goal — 
that of making the 
| best motor fuel 
| known to the pe- 
troleum refining 
industry. 


Currently, our 
Platformer is con- 
sistently produc- 
ing a stabilized 
Platformate hav- 
ing an_ octane 
number of 94 F-1 
leaded. It is the 
first Platformer in 
commercial operation in the state of 
Illinois to be devoted exclusively to 
the production of motor fuel. 


R. H. Carroll 


Our refinery is owned by the Illi- 
nois Farm Supply Company, and 
serves as one of the sources of sup- 
ply of petroleum products distrib- 
uted by the Illinois Farm Supply 
Company to its member company 
county service companies. These 
county organizations in turn distrib- 
ute gasolines, greases, lubricants, 
burner oils, and Diesel fuels to IIli- 
nois farmers. 


Products Supply Supplemented 


Illinois Farm Supply purchased 
Pana Refining Company in the 
spring of 1948 in order to supple- 
ment its supply of petroleum prod- 
ucts to its members. The refinery 
has been gradually modernized, with 
the installation of the UOP Plat- 
forming unit being the latest step. 
In addition to a UOP crude unit, 
we also have a UOP catalytic poly- 
merization plant, and the entire 
refinery is under a UOP service 
agreement. 


The Platformer is unique in that 
it has no feed preparation unit. The 
charge, which is essentially 225° to 
400° F. boiling range naphtha, is 
removed from the UOP crude unit 
fractionator as a sidecut and goes 
directly to a charge surge drum. 
The end point and the over-all 
boiling range of the charge material 
is controlled by regulating the with- 
drawal rate of the naphtha and the 
end point of the lighter fraction 
produced from this tower. 


The naphtha charge, together with 
the hydrogen recycle stream, enters 


the effluent heat exchanger before 
passing through the three-coil verti- 
cal heater and the three reactors. 


The effluent from the reactor is 
split into two streams. One stream 
is used to supply heat to the stabi- 
lizer reboiler, then it unites with 
the other stream, and the combined 
stream passes through the heat ex- 
changer, reactor products cooler and 
then to the products separator. 
Platformate is pressured out of the 
separator into the stabilizing col- 
umn, where it is stabilized and sent 
to blending tanks. 


Performs Two-Fold Duty 


The reactor products separator 
performs a two-fold duty: (1) Of 
separating hydrogen, and (2) Of 
furnishing a suction tank for the 
hydrogen gas compressor, which 
takes suction on the dry side of 
the separator, then discharges the 
hydrogen back through the heaters 
with the naphtha charge. Excess 
hydrogen from the separator is used 
as fuel gas in the charge heater. 


We were able to eliminate a feed 
preparation unit for the Platformer 
because investigation showed that the 
crude unit fractionator had the de- 
gree of fractionation necessary for 
preparation of feed stock without re- 
running. The refinery at one time 
produced naphtha for a paint manu- 
facturer that was essentially in the 
300° to 400° F. boiling range, so we 
were reasonably certain that the 
crude fractionator could handle the 
type of naphtha sidecut for the Plat- 
forming unit. 


By making minor revisions in the 
crude unit fractionator, we were 
able to effect considerable savings 
not only in the initial investment 
of the Platformer, but in operating 
costs as well. 


Universal Oil Products Company 
engineers did the process design for 
the Platformer, while Procon Incor- 
porated handled the mechanical 
design and drafting, purchasing and 
construction. 


We are more than satisfied with 
the results obtained from our Plat- 
forming unit. It has enabled us to 
make the best quality balanced 
product at a reasonable investment 
in equipment, and is assuring IIli- 
nois Farm Supply Company’s mem- 
ber companies of a constant supply 
of superior motor fuel. 




















UOP PLATFORMER 
PRODUCING 

94 OCTANE 

MOTOR FUEL 

AT PANA, ILLINOIS 


designed, engineered and licensed by 


UNIVERSAL 

OIL PRODUCTS 
® 

COMPANY 


30 ALGONQUIN ROAD, 
DES PLAINES, ILL., U. S. A, 
Laboratories: RIVERSIDE, ILLINOIS 


Universal Service 


Protects Your Lavestmeat 








Kentucky Sets Kerosine Control 


Thirteen deaths in one year 
from kerosine-caused fires. 

An ll-year-old child fatally 
burned in a Louisville fuel oil 
explosion because gasoline acci- 
dentally was mixed with the fuel. 

Nine out of ten kerosine ex- 
plosions caused by gasoline in 
the fuel mixture. 

Result: A new law in Kentucky. 
Tank trucks delivering both gasoline 
and fuel oil or kerosine on the same 
trip now must have dual pumps and 
meters and otherwise conform to the 
new regulations. 

The law is largely due to the efforts 


of Fire Chief Homer Harpole, of 
Clinton, Ky., according to James 
M. Donovan, Jr., secretary of the 
Kentucky Fire 
Safety Commis- 
sion. Chief Har- 
pole collected 
many samples of 
products sold as 
kerosine or fuel 
oil which were 
found to have 
dangerously low 
flash points. 
The flash point 
test is now written 





okheim features 


No other farm 
pump offers such a 
unique combination of 


advantages! 


1 Built-in check-valve — no foot 


valve necessary 


2 Rotary gear-type pumping unit 


with built-in by-pass valve 


3 Explosion-proof Y% horsepower 


electric motor 


‘into law. A flash point of 100 deg. F 


or less constitutes a Class A liquid. 
Class B liquids are those with higher 
flash points. The law reads: “No per- 
son shall have for sale, give or deliver 
to another any product known, adver- 
tised, sold or offered for sale as kero- 
sine, coal oil, fuel oil, stove oil, range 
oil, furnace oil, distillate or diesel fuel, 
or by a trade name commonly identi- 
fied with any such product, unless the 
product constitutes a Class B liquid.” 

Nor shall Class B liquids be sold or 
delivered except from a container hav- 
ing the name of the liquid marked or 
labeled on the container or on the 
pump or delivery equipment serving 
such container. 

And if the use of a manifold, pump, 
meter, or hose is required for delivery 
of Class A and Class B liquids on the 
same trip, then separate equipment 
shall be provided, which must be 
tagged or painted to show the class 
of liquid for which it is used, the law 
reads. 

If it is desired to load kerosine or 
fuel oil into a compartment formerly 
used for gasoline, the compartment 
must first be flushed. The flushing may 
not be done in the course of making 
deliveries, but must be done between 
trips. First the compartment and all 
piping and accessory delivery equip- 
ment must be drained of all Class A 
liquid. Then they must be flushed with 
a quantity of Class B liquid “sufficient 
to clear them of any remaining Class 
A liquid; or cleared of Class A liquid 
by some equally effective method.” 

The reference to “accessory delivery 
equipment” is spelled out in a separate 
section which specifically requires that 
the “pump, meter and hose, or any 
combination thereof” which has been 
used in Class A delivery service must 
be flushed in the same manner as that 
prescribed for the compartment and 


& Dial meter with calibration ad- 
justment — standard at no extra cost 


SS Baked enamel finish — welded 
steel housing 


piping. The law, in its final form, has 
the approval of the Kentucky Petro- 
leum Marketers Assn. 


S Removable strainer screen 


@ Tested and approved by Under- 
writers’ Laboratories 


Toxiicin 
Power- 


Retailers Drop Price Suit 


California Gasoline Retailers Assn. 
has dropped its plan to sue Hudson 
Oil Co. for allegedly selling gasoline 
below cost. 

CGR Attorney Charles F. Hamlin 
said the decision was reached because 
prices in the Fresno area have re- 
turned to normal and because of the 
prohibitive cost of examining Hudson’s 
records to determine the price it is 
paying for gasoline and for its other 
costs of operation. 

Hamlin said such records are not 
available in Fresno, but are kept in 
the Kansas City, Kan., office. 





Your low initial investment 
will be returned to you over 
and over in steadier sales, 
lower maintenance, customer 
satisfaction. Call your Tokheim 
representative today or write 
for new bulletin. 











mp 


General Products Division 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


1650 Wabash Avenue SINCE 1901 Fort Wayne 1, Indiana 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto 
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WORLD’S FIRST 


mars | Bota a 
—— | = GASOL ~~ 


“| SELL THE WORLD’S FIRST 
9-DIMENSIONAL GASOLENE!” 


CITIES SERVICE NEW 5-D PREMIUM NOW SOLD BY 
ALL CITIES SERVICE DEALERS. THE FIRST GASOLENE 
TO INCLUDE ALL 5 OF THESE VITAL FEATURES: 


ANTI-CARBON .. . actually reduces harmful carbon deposits! 


EXTRA-HIGH OCTANE .. . Not just the same old “high-test,”” but extra-hig\ 
octane to help eliminate engine knock! 


ANTI-RUST ... In actual tests it eliminated rust in the entire fuel system! 
ANTI-STALLING ... Prevents stalling caused by carburetor icing on damp, chilly 

ANTI-CARBON ...New 5-D Premium reduces harmful spring and summer days as well as under severe fall and winter conditions! 

carbon by a new discovery that actually introduces ‘ . . 

more oxygen into the car’s combustion chamber, pro- - UPPER-CYLINDER LUBRICANT. | . Today's newest upper-cylinder lubricant con- 


viding a more complete burning of every drop of gaso- taining an anti-oxidant that stops oil from oxidizing. 
lene and less carbon waste! 


A great gasolene? You bet! . . . Great enough to increase dealer sales throughout 
the country! Great enough for Cities Service to launch the biggest, most effective 
advertising campaign in its history! Great enough to make customers themselves 
5-D’s best salesmen! From enthusiastic motorists everywhere come statements of 
praise by the hundreds. Not only old customers . . . but NEW customers bringing new 
sales dollars to Cities Service dealers. 





5-D Premium represents another development by Cities Service to keep its dealers 
always far ahead . . . in products . . . in customers . . . and in profits. 


ANTI-STALLING, . . With ordinary gasolene, carburetor C | i | F S + a RV i C a 
throttle valve (arrow) becomes iced ond jams shut in 


cold weather, cutting off fuel supply and causing an- 


noying stalling. With 5-D, ICING CANNOT HAPPEN. Fuel QUALITY PETROLEUM PRODUCTS 


supply is constant, engine smooth-running. 
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Valves are no exception in “bargains” offered every day. Maybe 
you could afford to buy such valves—if you didn’t look beyond 


the price tag... didn’t care about quality... didn’t figure their 
real cost. 


But you’re aware of current maintenance labor rates. You know 
the labor part of piping installations has grown bigger and bigger 
... that valve repairs aren’t the small jobs they used to be. So 
you want greater assurance of dependability—not fictitious sav- 
ings in price. 

Buying with an eye to real value marks today’s thrifty buyer. 
That’s why he prefers traditionally dependable Crane quality. He 
knows it means longer life, greater freedom from trouble .. . and 
that Crane puts such quality into piping equipment for every need. 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, IIl. 
Branches and Wholesalers Serving All Industrial Areas. 


CRANE 


THRIFT 
BUYER 


VALVES + FITTINGS © PIPE © PLUMBING + HEATING 
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ON THIS CORNER, a five-way intersection in Albuquerque, N. M., Tonnie Pegue 
built one of the most successful station dealerships in the area through good service 


SERVICE Brings Them Back to 


“People can buy gasoline any 
place, but its Service that keeps 
them coming back.” 

That statement forms the key- 
stone on which Tonnie Pegue, 
53-year-old former basketball 
star has built one of the most 
successful service station opera- 
tions in Albuquerque, N. M. 

Back in August, 1948, Standard Oil 
of Texas placed Pegue as sole operator 
of a nine-pump station near the center 
of Albuquerque. For both Standard 
and Pegue the move was a profitable 
one. The station’s sales volume in 1953 
showed a whopping 44.99% gain over 
that of 1947—the year before Pegue 
took over. 

When he got the station, it was, in 
Pegue’s words “pretty well run down, 
dirty, poorly organized and had a bare 
minimum of equipment. It was man- 
ned by personnel that, as a whole, was 
not overly competent. A serious cash 
and inventory loss was being suffered.” 

The station has a good location: a 
triangular lot on Albuquerque’s main 
stem, Central Avenue, which also is 
the east-west transcontinental highway 
U.S. 66. It is on a busy, five-way in- 
tersection formed by Central Avenue, 
Girard Blvd. (a north-south arterial) 
and Monte Vista Blvd. (a short, but 
heavily traveled diagonal which con- 
nects Central with the mushrooming 
northeast section of Albuquerque). 

Pegue’s first action “was to clean it 
up and purchase necessary new equip- 
ment to get the job at hand done ef- 
ficiently and with a minimum of ef- 
fort.” 

Pegue’s next moves were dictated by 
his experience as an accountant. (He 
studied accounting in college, worked 
several years in banks before joining 
Standard in 1934). 


“An accounting system was set up 
to give the information so vitally 
needed in any business,” he related. 
“An inventory control system as well 
as a lubrication follow-up was inaugu- 
rated.” Pegue also built up his station 
personnel and installed an incentive 
plan to help increase sales. 

“The men were trained on the prem- 
ise that this was a service station 
and not just another filling station,” 
he reported. “I impress upon my em- 
ployes that people can purchase gaso- 
line any place. The products handled 
by the majority of suppliers are all 





The story of Tonnie Pegue is the 
third and last in a series of dealer 
case histories whose stories were 
crowded out of NPN’s June 30 
service station issue. 











good, but what kind of service do the 
customers get with them? That is the 
big question.” 

Pegue’s answer to that question is 
service. 

He and his attendants wash wind- 
shields not only on the outside, but in- 
side too. They dust dashboards and 
wash all windows. They wipe clean all 
headlights, taillights, and rear view 
mirrors; they empty the car’s ashtrays 
and sweep out the floor mats, front 
and rear. 

They check not only the oil and 
radiator levels, but give proper battery 
and tire service—all without being 
asked. 

A surprised Chicago motorist com- 
mented: “That’s the first time my 
windshield has been washed on the 
inside since I got on the road three 
weeks ago.” 

Pegue hears that comment fre- 
quently. He gets an amazing amount 
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PEGUE cleans windshield, only a part of 
the service at his station 


Pegue s 


of repeat business from transcontinen- 
tal travelers from New York, Detroit, 
San Francisco, Seattle and other dis- 
tant points. 

“We get under the hoods of auto- 
mobiles,” said Pegue, “and sell fan 
belts and other TBA items, many of 
which are about to fall off the cus- 
tomers’ cars. As far as tourists are 
concerned, any time you think they 
are a One-stop proposition you have 
another think coming. Properly taken 
care of they return again and again, 
year in and year out. 

“As far as I am concerned, the 
most important thing we have to offer 
is service. There is no substitute for 
x,” 

Pegue also emphasizes these points 
as important to the successful opera- 
tion of a station: Keep it as clean as 
possible, well-organized and stocked so 
that it has eye-appeal from the street. 

“People have a habit of driving into 
a place that looks clean and orderly,” 
he said. “That goes for local customers 
as well as tourists.” 

While Pegue’s Chevron Service—as 
he’s listed in the telephone dirctory— 
has a good location, he also has keen 
competition. Spread along U.S. 66, 
east and west of Pegue’s, are approx- 
imately 70 other service stations in the 
Albuquerque area. But Pegue’s is do- 
ing the highest gasoline volume of any 
of them. 

“T have often asked new customers 
why they picked us out,” Pegue said. 
“Invariably their reply has been: “Well, 
it looked clean and well organized.’ ” 

Here are the figures which show 
how Pegue’s sales volume has in- 
creased. In the following table, first 
column, 1947, shows sales before he 
took over. The second, 1948, includes 

(Continued on page 40) 
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GLASS MUST BE FULL 4? BEFORESAFTER DELIVERY 


GLASS MUST BE FULL? BEFORESAFTER DELIVERY 


CAL CO-METER 


CALCO-METER AM 
THIS DO BSALE THIS DO BSALE 
ony 2 Sounans _ cents __ 
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ee ODB 
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PUMPING 


CAPACITY 10 QO No 


GILBARCO 
TWOSOMES 


Now serve more cars and increase your gasoline 
sales volume! The Gilbarco Twosome gives you 
two outlets instead of one—yet takes up just a 
little more island space than a conventional single 
hose pump. 


Model 924 dispenses both grades gasoline — gives 
your customers the grade they want where they 


stop, with no waiting...no moving. Available 
also in the Model 914 for pumping 1 grade through 
2 outlets, plus identical models for remote control 
dispensing. W here space is at a premium — Gilbarco 
Twosomes are your answer. 


And these time-and-money saving features are 
found ONLY in Twosome pumps: 


* Needs 40% less island space than 2 single 
pumps. Same height as single pump, same 
front-to-back dimensions. No widening of 
island necessary. 


* Increases pumping capacity of island 100%. 
* Serves either side of island with either hose. 


* Internal design provides sufficient space 
for easy servicing. 


* Constructed with same interchangeable, 
dependable components as all Gilbarco 
pumps. 


Gilbert & Barker 
Manufacturing Company 
West Springfield, Mass. 
Toronto, Canada 








, STATIONS 


HE (user HEAVY DUTY 


4% hs of i d ‘ 
W 4 GREZER-ATOR nag gy nagperten 
LIT 


gains in all categories: 


1947 1948 1949 
Kc *An all-weather grease gun designed especially Gasoline (gal.) . 404,273 427,481 526,940 





iS 
= 
K 


for lithium and other multi-purpose greases. Lube Oil (gal.) 6,766 7,116 8,192 
Tires & tubes .. $4,423 $4,909 $10,844 
Batteries .. $ 996 $1,765 $ 5,074 
Accessories .. $4,620 $5,210 $10,785 


WS 
S 


New Hydrajet Pump gives greater pump 
pressure and capacity. Requires neither ad ’ . ae > . 
oir, electrical connections . . nor regular The 1947 sales total was $166,250; 


filling of air in pump unit. the 1949 sales total was $217,329. 
Reversabout Pressure Booster allows push In 1953 sales totaled $246,053, a 
or pull handle operation—can develop gain of 44.99% over 1947. Gasoline 
more than three tons of pressure. »* 
eRe . volume totaled 597,057 gal., a gain of 
—— 192,784 gal. or 47.68% over 1947. 

No special filling equipment required— At present Pegue has only 5,000 
offers convenient and continuous lubri- gal. storage capacity, but is planning 
rene Sere to install a couple of 10,000-gal. tanks 
All-steel construction and rust-resistant soon. On a busy Saturday his supplier 
finish makes the new Heavy-Duty GRE- has “qd RS d th eget Conse 8 
ZER-ATOR a rugged and dependable unit. as to ump two and three times to 
keep Pegue in gasoline. 

Pegue is a native of Albuquerque. 
Wilte for complete information on oll Zee tine Slender and over six feet tall, he was 
equipment. New regular mode! Gre-Zer-Ator is a basketball star at Albuquerque High 
qvatabte now. Let us cee you. School and at Tulsa (Okla.) Univer- 
sity which he attended two years. 

He worked for several years in the 


NATIONAL SALES, INC. accounting department of two Albu- 


querque banks, until 1928, then re- 

812 NORTH MAIN © WICHITA 5, KANSAS turned to Oklahoma to play profes- 

sional basketball with Tulsa Eagles 
and later Diamond DX Oilers. 

In 1934, a depression year, Pegue 

A . oe » went to work with Standard as a part- 

0, thats night si time accountant. In 1939 Pegue was 


placed as partner in a station. 


e ¢ | (Ra He is the hardest worker in the sta- 
f the, ob { \ : tion’s crew which has 14 men in sum- 
OU | ° ‘ 3 mer, 10 during winter, for 24-hour-a- 


day operation. He starts work at 8:30 
to 9 a.m., stays until 6 or 7 p.m.— 
though on occasion has remained until 
2 a.m. Even on Sundays Pegue puts in 
two or three hours. 

sia Mrs. Pegue helps in the business 
A century and a quarter's experience in too. “She has charge of the bookkeep- 
producing to highest quality standards ' Branch Stocks: ing,” says Pegue. It frees him for other 
goes into every foot of Wall Manila Rettiners work. 

Rope. Result . . . rope that takes the  £ Boston The Pegues have two married sons 
toughest job in its stride, turns in con- pane ond and have three grand-children. 


sistently excellent performance. Cleveland 
Elisworth, Me. 


In the drilling field, Wall's “Black Gold” ’ — Gulf ‘Summer Formula’ 
Rope is the favorite for every use. Wide- Memphis 


ly known for durability and resistance to a On Gasoline Market 


Norfotk 


abrasion, “Black Gold” has helped set j Odessa, Tex. Gulf Oil Corp. has entered the sum- 
many drilling records. yoy mer gallonage competition with a 


Portiand, Me brand new premium gasoline—Sum- 

Walt ROME wo RAS, INC. —e mer Formula No-Nox. 
Factory: Beverly, N. J. : In a massive advertising campaign, 
the company used 325 newspapers in 
27 states and the District of Columbia 
to launch the new gasoline. Gulf says 
Summer Formula is made to lock in 
the high octane ends that evaporate 
first in summer weather. Dealers are 
told they can recommend summer 


MANILA x : ROPE ae Sa dependable hot-engine 
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TIRES—BATTERIES—ACCESSORIES 


TBA Displays—Is Criticism Justified? 


By 
Frank C. Sturtevant 
TBA Editor 


Several oil men have taken a poke 
at TBA manufacturers lately on the 
subject of TBA display. Two charges 
have been made: 

1. Manufacturers overrate the sell- 
ing value of mass displays of products. 

2. Manufacturers furnish too much 
display material not suited for service 
station use. 

As to mass displays of products, 
chief target for criticism is the pile of 
tires, or rack full of tires, out on the 
driveway. There are other ways to 
put up mass displays of other goods, 
both inside and outside the station, 
but since only tires have been dis- 
cussed, we can stick to tires for the 
moment. 

No Substitute—The charge is that 
the stack of tires alone doesn’t sell 
tires. It is no substitute for a sales 
message either in the form of a sign, 
or a banner, advertising a tire sale, 
suggesting a trade-in, or reminding car 
owners about the danger of worn tires. 
Even a sign suggesting easy terms is at 
least a positive attempt to get some 
action from a customer on a possible 
purchase of new tires right now. 

Nor is the stack of tires a substitute 
for some positive action by the dealer. 
If he wants to sell tires he should be 
hunting for the cars with worn tire 
treads and pointing out the present or 
impending need for new tires. 

Sales messages displayed in con- 
junction with a rack or pile of tires 
are good things. We need more of 
them. 

Checking the condition of custom- 
ers’ tires by the dealer is even better. 
There is a great need for the use of 
both methods. They are well con- 
ceived steps in tire merchandising. 

But that doesn’t prove a driveway 
tire display, by itself, conveys no mes- 
sage. At least it tells the world that 
tires are sold at that station. 

Not Enough — Oil men say that 
isn’t enough. And they imply that 
tire manufacturer representatives are 
strong advocates of unadorned tire 
displays, and that they are somehow 
responsible for a similar attitude 
among service station operators. 


It would be difficult to verify that 
charge and pointless as well. More 
power to the merchandising experts 
in oil companies who want to see 
more sell in connection with tire dis- 
plays. But in the meantime they seem 
unaware of the number of stations 
where there is no outward evidence 
whatever that tires may be bought 
there. 

People inside the oil business see 
so much of their own TBA merchan- 
dising campaigns they sometimes for- 
get that a lot of car owners don’t have 
any clear idea of just what goods and 
services are available at service sta- 
tions. A pile of tires out in the open 
remedies a part of that defect. 

Don’t Hide Tire Service—It is really 
surprising to note the number of deal- 
ers who manage to hide the fact that 
they are in the tire business. You can 
drive by some of these stations and 
you can’t find a single hint that tires 
are for sale. You can even drive up to 
the pump island as a gasoline cus- 
tomer, and in some locations you have 
to be a keen observer to find either a 
tire or a sign that mentions tires or 
tire service. 

It seems especially silly for some 
stations to put up window valances 
supplied by tire manufacturers, identi- 
fying the dealer as an outlet for that 
particular tire brand, and then conceal 
the merchandise itself. Sometimes you 
wonder if a dealer isn’t afraid some- 
body will insist on buying a set of 
tires. Then he would not only have to 
mount them, which takes some effort, 
but his stock would be low, and he 
would have to bother ordering some 
more. 

The argument is advanced that a 
bare stack of tires makes no impres- 
sion on the man who doesn’t know 
he needs tires. Let’s concede it says 
very little to him, so he counts as a 
lost opportunity. Is that any reason 
to ignore the man who does know he 
needs tires, and to whom the sight of 
a stack of tires may be very welcome 
indeed? To him a mass tire display 
says a lot: 

First Impressions Count—It sug- 
gests that this station has a generous 
stock of tires. A large stock is asso- 
ciated with a large volume, which in 
turn implies low prices, satisfied cus- 
tomers and efficient service. These 
impressions inspire confidence and 
invite the customer to ask about tires. 

So much for the product side of the 
display debate. Criticism of display 
advertising material, as furnished by 
manufacturers, may or may not be 
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well founded. Specific items have not 
been singled out as objectionable. It 
has been said that some of it is un- 
suited in size and shape for use on 
service station premises. 

Here are some of the things a 
typical tire manufacturer provides: 

A banner 4 ft. long by 3 ft. high. 
The 4 ft. dimension lets the banner go 
a third of the way around a stack of 
tires. The 3 ft. dimension is a standard 
width of the weatherproof paper stock 
from which the banner is made. It 
has found a ready use on property 
fences; it fits between the pumps on 
many pump islands; it can be mounted 
in large display windows; and it can 
be put up in many lube bays. 

Posters, size 2 ft. by 3 ft. which 
usually carry special features of tires 
as copy headlines. For window and 
wall use, the size is about as large as 
practical for economical printing. 

Streamers, 2 ft. by 8 to 10 in. for 
flash messages, such as winter treads, 
holiday prices, and so on. These can 
find a place on small windows, and 
on restricted wall spaces. Usually 
three or four are sent to the dealer in 
a package with other display materials. 

Tie-in Messages—Tire centers can, 
of course, be used wherever there is 
room to display a tire upright. An 
effort is made to furnish centers with 
copy to tie in with campaign themes; 
with special or seasonal promotions; 
and to emphasize product features, all 
in as great variety as possible. 

Special materials, such as A-board 
posters, are sometimes provided for 
oil company use, and on infrequent 
occassions larger posters or banners 
are offered. But the foregoing list 
constitutes the backbone of display 
advertising designed for promoting tire 
business at service stations. Some 
companies have slightly different ideas. 
Some send out a package a month, 
others three or four times a year. 

What the rubber companies furnish 
bears a close resemblance to similar 
material designed by oil companies 
who promote their own private tire 
brands. Other makers of TBA mer- 
chandise also prepare display material 
for service station use. The quantity 
is less but the physical characteristics 
do not seem radically different. 

More Effective Displays—tin gen- 
eral, all of the stuff that’s coming from 
the manufacturers now looks pretty 
good. Most any of it will make a 
more effective display than the rows 
and pyramids of canned oil whose 
labels dominate the scene in far too 
many stations. 

Take it as a whole, what’s wrong 
with it? Should everything be printed 
on smaller pieces of paper, as some 
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seem to imply when they mention 
limited service station space? Is there 
too much variety, to the point where 
the dealer is confused? This is the 
inference suggested by comments on 
dealers’ lack of skill in assembling 
displays for best appearance. 

Is the sum total of all the display 
advertising from all sources so volu- 
minous that dealers are snowed under? 
If so, what can best be spared? 

It shouldn’t be too hard to get the 
answers to these questions. It would 
pay to make a detailed analysis of the 
whole field of point of sale advertis- 
ing. The result could be some useful 
recommendations as to size, shape, 
color, multiplicity and timing. 

Until that has been done oil men 
should not indulge in vague criticism 
of manufacturers’ display policies. 


A Small Matter—But 


It does you good to encounter an 
oil man in the executive class who 
thanks a customer—a little customer 
—for his business. A while ago 
this columnist had occasion to talk 
over the phone with the credit manager 
of one of the oil companies here in 
New York on behalf of one of our 
men who has recently moved into this 
area. He thought he would like to have 
a credit card from this particular oil 
company, and it seemed logical to him 
to ask about it in this department. 

In responding to the request for a 
credit card, this particular credit man- 
ager called up to say the card was be- 
ing issued. A trivial matter, really. 
What’s one more credit card among 
several hundred thousand? But he 
took the trouble to say, in effect: “We 
are happy to issue him a credit card. 
And we appreciate the business.” 

Obviously he will never know the 
difference whether this car owner buys 
from his company or not. But the 
neighborhood dealer will. We wonder 
if the dealer will be equally appre- 
ciative? 


Tips on TBA Meeting 


Any one who wishes to register for 
the national TBA convention should 


write to Roy Maddux, P.O. Box 
5839, Kansas City 11, Mo. No one 
else is authorized to accept registra- 
tions, according to an official bulletin 
just issued by Harry I. Holbrook, 
Union Oil Co., National Secretary of 
the Oil Industry TBA Group. 

The convention will be held No- 
vember 29 and 30 (Monday and Tues- 
day) in St. Louis, at the Chase, Park 
Plaza and Forest Park hotels. 

The registration fee, to be paid on 
arrival, is $20.00, and includes two 


luncheons. For wives there is an ad- 
ditional registration fee of $10.00. 

Room Rates—The rates for single 
rooms, limited in number, range from 
$9.00 to $14.00. Twin-bed rooms 
from $11.00 to $16.00. Suppliers have 
first choice of suites which range from 
$20.00 to $60.00. 

All TBA meetings are informal and 
are open to all interested, without 
reservation. For the benefit of new- 
comers, Holbrook sets forth in his 
bulletin some of the general objectives 
and a guide for those who plan to 
participate. In the past meetings have 
been concerned with these topics: 
ratio results of TBA selling; market 
forecasting; development of products; 
packaging; delivery service; ware- 
housing; servicing TBA _ products; 
sales education on TBA products at 
all levels; merchandising; sales promo- 
tion; advertising; consumer relations. 

The officers of the Oil Industry TBA 
Group make these requests: 

Register upon arrival. Badge must 
be worn when attending General 
Assembly. 

Who Should Attend—Only top 
management and supervisory field per- 
sonnel of both petroleum marketers 
and suppliers should attend the TBA 
meetings. 

Displaying literature, posters, ban- 
ners and other advertising matter in 
the meeting hotels lowers the stand- 
ards we are endeavoring to maintain. 

Please do not plan to have special 
announcements made in meeting 
hotels. 

Elaborate individual or company 
entertaining is not encouraged by pe- 
troleum TBA men. 

Supplier entertainment activities 
have been combined into one cocktail 
party and dinner for all attending the 
convention. The plan was set up to 
insure all suppliers equal representa- 
tion at minimum cost, with the ap- 
proval of the petroleum TBA men. 
All suppliers who wish to participate 
should communicate with the chair- 
man of the Suppliers’ Entertainment 
Committee. (The chairman is W. A. 
Green, of the Dayton Rubber Co., 
2342 Riverview Ave., Dayton 1, 
Ohio.) 

Individuals or companies may en- 
gage conference suites or small rooms 
for conferences and hospitality. It is 
suggested that individual conference 
periods be planned between 3:00 and 
5:30 p.m. 

It is requested that the hospitality 
hour in all suites or conference rooms 
not be started prior to 5:30 p.m. It is 
planned to keep the afternoon Gen- 
eral Assembly meetings sufficiently 
short to allow time for conferences. 
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Racks Display Two Ways 
Designed to give two-way visibility 
for greater sales appeal, new can dis- 
play racks are built of all welded-steel 
construction. A sign holder tops the 
rack, and signs are available from the 
company. The racks come in two sizes 
—one with two tiers on each side, to 
hold a total of 20 one-qt. cans and 
the other with three tiers on each 
side, for a total of 30 one-qt. cans. 
They have a durable baked-on enamel 
finish. Opaco Co. 
Circle No. 1 on Reply Coupon 


Truck Models Added 


International has added 12 new 
cab-over-engine models to its truck 
line. Gross weight ratings of the new 
models (including four new tractors) 
range from 21,000 to 65,000 Ib. New 
features are counterbalanced cab that 
lifts easily for service and high-torque 
Royal Red Diamond engines in the 
top gross weight group. The company 
claims greater safety, comfort and 
convenience for the roomy cab. The 
insulated compartment has extra- 
broad glass areas all around for maxi- 
mum visibility. International Harves- 
ter Co. 

Circle No. 2 on Reply Coupon 


Register Makes Change 


The amount of change due the cus- 
tomer is computed automatically by a 
new line of cash registers. The change- 
computing register is available in sev- 
eral models, including a charge posting 
model that prints a ledger and state- 
ment for a charge customer at the 
time the sale is made. Sales are de- 





partmentalized automatically as they sive. 
are registered, in the same manner as 
on present models. National Cash 
Register Co. 

Circle No. 3 on Reply Coupon 


It assembles to any standard 
pallet. Each pallet with the hardware 
and 2 in. by 4 in. uprights is designed 
to carry safely a load of 1,500 Ib. in 
a tier of three high—or 4,500 Ib. The 
hardware also is adaptable for shelv- 
ing and bins, the manufacturer says. 
Paltier Corp. 

Circle No. 5 on Reply Coupon 


Two New Products Out 


A “Safety-Flater” for inflating truck 
tires and a special tool for truck tire 
removal are being offered. The “Safe- 
ty-Flater” is a three-pronged device 
that fits over the lock ring to hold it 
in place while the truck tire is being 
inflated. Jobber price on the tool is 
$24.47. The hydraulic truck tire de- 
mounter permits tires to be removed 
from severely rusted wheels without 
beating or pounding. It prevents in- 
jury to the tire body and beads, and to 
wheels and rims. Jobber price is 
$87.15. Jack P. Hennessy Sales Co. 

Circle No. 4 on Reply Coupon 





Versatile Air Hammer 


An air hammer, featuring pistol- 
grip operation, is designed for multi- 
ple use in body work. Weighing 3 Ib. 
6 oz., the tool delivers 2,100 blows per 
minute. It comes equipped with a 
metal carrying case, air regulator, re- 
tainer and six chisels. Independent 
Pneumatic Tool Co, 

Circle No. 6 on Reply Coupon 


Tank Line Pushed 


A line of 300-gal. storage tanks is 
available to eastern buyers, according 
to a new bulletin. The tanks are skid- 
mounted for temporary locations or 
equipped with steel saddles for above- 
ground storage. Other size tanks also 
are offered by the company. Price 
Fireplace Heater and Tank Corp. 
Circle No. 7 on Reply Coupon 





Stacking Pallet Tools 


Warehousers can build their own 
stacking pallets with “V”-socket-type 
hardware, which is safe and inexpen- 
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REGIONS Biz interpreting the oil news 


Atlantic Coast 


By 
Raymond E. Bjorkback 


FHA Figures Aid Gas Heat Fight 


Philadelphia area fuel oil operators, 
mounting a “Let’s everybody pitch” 
fight on gas heat, are letting the con- 
sumer know they're using a govern- 
ment method of estimating fuel costs 
when they show in their ads how 
much cheaper it is to heat with oil 
than gas. 

Reference in ads to FHA compara- 
tive cost figures are backed up by 
material supplied to individual mar- 
keters by the Greater Philadelphia 
Fuel Conference, spearheading the 
fight. 

This material is in two forms—a 
written formula and a chart. Using 
either form, the marketer may calcu- 
late annual oil and gas consumption 
and costs for individual dwellings. 

The conference’s engineer prepared 
them to fit the heating qualities of 
Philadelphia fuels, from a 10-page 
bulletin published by the Underwrit- 
ing Division of FHA. 

Title of the bulletin is “Recom- 
mended Methods of Estimating the 
Annual Fuel Consumption and Fuel 
Cost for Heating Dwellings’—MRP 
Information Series, Paragraph 501-A, 
January 25, 1949. Supplies of the 
bulletin are exhausted, so the engineer 
digested an FHA copy, eliminating 
material not applicable to Philadelphia 
circumstances. That way, the formula 
stands as follows: 

HxD 
F equals 
TdxK 
In which F is—The estimated annual 
fuel consumption for heating in 
fuel units of gallons of oil or 

therms of gas (A therm equals 100,- 

000 Btu.; for gas supplied in Phil- 

adelphia, 7.2 x therm equals Mef; 

for gas supplied in suburban Phil- 
adelphia, 8 x therm equals Mef.) 

H is—Total heat loss of dwelling 

in Btu. per hour. 

D is—Annual recorded degree 

days for the dwelling location. 

(For Philadelphia, the number of 

degree days for the 1953-54 heat- 

ing season was 4,045.) 

Td is—Temperature difference in 

degrees F between the inside de- 

sign temperature (70 degs. F) and 
the outside design temperature 

(usually 0 degs. F). 





K is—A constant determined by 
FHA for typical fuels and methods 
of heating, as follows: 
Oil Gas 
Integrated boiler-burner 5000 3750 
Conversion burner 4750 3250 
Example: Assuming a dwelling unit 
with heat loss (H) of 91,500 Btu. 
per hour; 4045 degree days (D) as 
in Philadelphia for 1953-54; a tem- 
perature differential (Td) of 70 
degs. F; and a boiler-burner unit: 
(A) For oil the formula becomes: 


91,500 x 4045 
Gals. per year equals ———————— or 
70 x 5000 


1057 gal. 
(B) For gas the formula becomes: 


91,500 x 4045 
70 x 3750 


Therms per year equals 
1410 therms. 

Converting these quantities to cost 
on a basis of 1953-54 average Phil- 
adelphia costs which were 13.1¢ 
per gal. for No. 2 fuel oil, 12.6¢ 
per therm for Philadelphia gas, and 
14.7¢ per therm for suburban Phil- 
adelphia gas (gas costs were based 
on monthly integrations for this 
total annual usage) we find annual 
heating costs to be: 
No. 2 fuel oil 

1057 x 13.1 equals $138.47 
Philadelphia gas 

1410 x 12.6 equals $177.66 
Suburban gas 

1410 x 14.7 equals $207.27 


Massachusetts Price War 


A plan to try to gather evidence of 
Robinson-Patman Act violations has 
been shelved—but not abandoned—by 
organized Massachusetts gasoline deal- 
ers in their efforts to end gasoline price 
wars in their state. 

Instead, the Retail Gasoline Dealers 
Assn., Inc., of Massachusetts is trying 
a new approach to its long-standing 
anti-price war goal, the implementa- 
tion of its state’s below-cost sales act. 

If that aim can be realized in the 
price war areas, then evidence used 
for any below-cost act prosecutions 
could be laid before the Federal Trade 
Commission if it still appeared neces- 
sary to seek federal price-discrimina- 
tion prosecution to end any price war. 

That’s the current thinking of Asso- 
ciation Secretary Frederick H. Moore. 

A Key That Fits—For months, he’s 
been grasping—on a statewide basis— 
for the key that would unlock the 
below-cost weapon, the legally estab- 
lished cost-of-doing-business figure for 
a given marketing area. 

But not enough dealers have com- 
pleted the questionnaires needed for 
a survey of costs over the entire state. 
And time has run out, for legal pur- 
poses, on the data that was obtained. 

Now Moore intends to try for sur- 


veys a county at a time, beginning 
with those counties in which price 
wars continue. 

“We're starting with Suffolk Coun- 
ty,” he reports, “with the idea of 
getting completed questionnaires from 
the necessary 30% of the dealers there 
before going on to another county. 
Next, we'll work Middlesex, then 
Essex.” 


Midwest 


By Leonard Castle 


Danger Ahead for Jobbers? 


Slowly, but surely, Midwest jobber 
associations are coming around to the 
viewpoint that unless their members 
become more efficient managers the 
jobbing segment is in danger of be- 
coming extinct. 

This fear was voiced by the Na- 
tional Oil Jobbers Council at its April 
meeting in Hot Springs, Va. Since 
then, virtually all Midwest associations 
have started exploring the possibilities 
of setting up Distributive Education 
courses for their members and em- 
ployes. 

The feeling of many leaders of the 
jobbing segment is well expressed by 
Kenneth C. King, executive secretary 
of the Wisconsin Petroleum Assn., in 
a current bulletin to his membership. 

King writes: 

“Progress is the lifeline of our very 
existence. Without it, we would have 
remained a nation of dependents. 
With it, we lead the world. 

“The petroleum industry is no ex- 
ception to this ‘rule of thumb’ and in 
less than 100 years, we have brought 
to the entire world a change in our 
methods of living and those necessities 
and luxuries which make life more 
worth living. 

An Urgent Need—“The Independ- 
ent jobber cannot afford to stand still. 
If he does, he will soon become a 
‘has-been’ on the marketing scene of 
petroleum products. Never before, in 
our entire history of marketing petro- 
leum products, has there been such 
an urgent need for the jobber to im- 
prove himself, his employes and his 
methods of marketing. 

“Competition in this economy of 
free enterprise demands that the job- 
ber be well versed in many phases of 
business methods and operations. 
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“We, the jobbers, have been very 
lax in preparing ourselves with the 
necessary tools to keep us abreast of 
the times and improve our business 
and financial position in the ever 
growing competition of the petroleum 
industry. 

“It is high time we did something 
about it so that we can keep, maintain 
and improve our position as Independ- 
ent marketers . . .” 

King reports that his association has 
appointed a committee to study the 
possibilities of establishing a DE 
course at the University of Wisconsin 
and asks all members to send him 
their reaction. 

NOJC, in urging state associations 
to appoint education committees, 
warned that economic factors threaten 
to make gasoline jobbers extinct ex- 
cept in small towns and rural areas. 

But, NOJC said, concerted, con- 
structive educational programs could 
help upgrade the jobber to the point 
that he is recognized generally as the 
most efficient and economic method 
of wholesale distribution to be found 
in petroleum marketing. 


‘Gas’ Taxes Emphasized 


This week, the attention of Illinois 
motorists entering service stations was 
directed to the fact they pay 7¢ tax, 
5¢ state and 2¢ federal, on each gal- 
lon of gasoline they buy. On gasoline 
pumps throughout the state were in- 
stalled small, permanent signs empha- 
sizing the amount of gasoline taxes. 

In explaining the new program, R. 
V. May of Tidewater, chairman of 
the Illinois Petroleum Industries Com- 
mittee, observed that oil men approve 
the principle of a reasonable state 
assessment on gasoline as a fair means 
of paying a just share of road costs. 
But, he continued, they believe that 
the right to tax gasoline should be 
reserved exclusively to the states. 

“Regardless of how anyone might 
feel about the tax, no one can dispute 
the right of motorists to know how 
much it costs them,” May said. “We 
feel this reminder program is an im- 
portant educational step .. .” 


Local Oil Clubs Mushroom 


A drive in Minnesota to organize 
local oil men’s clubs is proceeding at 
a rapid pace, according to H. F. Horn- 
ing, secretary of the Northwest Petro- 
leum Assn. New clubs were formed 
recently in a number of communities, 
including Grand Rapids, Wilmar, 
Pipestone, Benson, White Bear, Still- 
water and Rochester. 

As anticipated, the clubs have en- 
abled local oil men—jobbers, dealers 
and major company agents—to be- 


come better acquainted and provide a 
firm base on which they are able to 
work out their mutual local problems. 

An unexpected development, how- 
ever, was greatly increased interest in 
state matters affecting the oil indus- 
try. H. M. Whisman, executive secre- 
tary of the Minnesota Petroleum In- 
dustries Committee, reports that when 
he holds a meeting in communities 
where oil clubs are located, attend- 
ance is three to four times larger than 
it was for previous sessions in the 
same towns. 


Pacific Coast 


By Charles N. Pollak 


CPDA Raps Consumer Discounts 


Discounts or other “special deals” 
granted by supplying companies to 
large consumer groups, particularly 
farm organizations, are a major source 
of concern to California petroleum 
products wholesalers. 

This was the gist of opinions aired 
by members of the California Petro- 
leum Distributors Assn. when the 
group met in San Francisco July 
17-18. It was also the subject of the 
most outspoken resolution adopted 
by the meeting. (See NPN July 21, 
1954, p. 14). 

The measure in question said 
CPRA *. emphatically opposes 
granting unearned discounts or spe- 
cial concessions to any particular con- 
sumer groups and co-operatives as 
selfish, unjustifiable and unfair to the 
general consuming public.” 

Nub of the distributors’ argument 
against the practice is that while the 
supplier makes the price concession 
to the consumer group, it is the dis- 
tributor who picks up the tab. 

As one member put it, “They're 
just buying business with gratuities. 
After all, there’s only so much gaso- 
line business in the state—if I don’t 
get it, you will.” 

Another stated: “The good health 
of the oil industry requires some form 
of protection against the suppliers’ 
throwing their weight around. I don’t 
want anyone in New York or Los 
Angeles to set up a contract that’s at 
variance with good business practices. 
I’m against any supplier discounts or 
refunds from a three-cent stamp on 


up. 
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Action Not New—The association 
last year passed a similar resolution, 
but members reported that only one 
major company in the past several 
years had discontinued price conces- 
sions to farm groups. 

One of the members told the meet- 
ing that resolutions on discounts were 
a waste of time “. . . because they've 
been with us a long time. The thing 
to do is pass a resolution against 
specific abuses.” 

Others then complained of supplier 
price concessions to municipalities 
and state agencies, as well as to large 
commercial accounts. 

Members voted to send copies of 
the resolution to each supplying com- 
pany. 

Temperature Correction—lIn a dis- 
cussion of temperature correction, 
members agreed that it was a problem 
only to wholesalers receiving products 
on consignment, principally in the 
central valleys of the state. They also 
agreed that consignees granted vol- 
ume correction to 60 degrees F. by 
their suppliers had no complaints. 

However, others said lack of 60- 
degree correction was causing losses 
that sometimes ran as high as several 
hundreds of dollars annually. One 
consignee reported losses of up to 
135 gal. on a 7,000 gal. load of gaso- 
line. Another said his supplier al- 
lowed him .5% to cover stock losses 
but that his actual loss was .75%. 

The group approved a resolution 
seeking correction to 60 degrees for 
all shipments of 4,000 gal. or more 
received by consignees. 

Also, approval was given to re- 
newal of CPDA’s four-year-old cam- 
paign to secure a refund of the 6¢ 
per gal. state gasoline tax on gasolin¢ 
lost by evaporation. 

Another resolution said the associ- 
ation favors legislation broadening 
lien and exemption laws to protect 
distributors. The change would enable 
them to secure liens on crops, prop- 
erty or service stations in order to 
satisfy payment for petroleum prod- 
ucts. 

Support for OIC—After an appeal 
by W. H. Nickell, president of West- 
ern Hyway Oil Co., Signal Oil Co. 
distributor in West Sacramento, mem- 
bers voted to support the industry- 
wide public relations program of the 
Oil Information Committee. 

The group, for the first time, took 
a stand on conservation of oil in Cali- 
fornia by voting to back any industry- 
wide move to obtain conservation 
legislation. Action followed presenta- 
tion by Richfield Oil Corp. of its pro- 
gram pointing out the asserted need 
for conservation measures such as 
compulsory unitization. 
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General Price Decline May Be Averted 


The oil industry had apparently reached a turn- 
ing point in another one of its not-infrequent 
supply and demand adjustments the past week. 

It still wasn’t pats mee “bright” market pic- 
ture. But things were looking up, and most mar- 
keting men felt the “crisis” was past. 

Refiners still had a lot of gasoline on hand. 
Crude supplies remained plentiful. And the spread 
between crude costs and refinery returns was still 
low enough to put the squeeze on many small 
and some large companies. 

But there were—as many sellers east of the 
Rockies said—the beginnings of firmness in oil 
markets. 

Buyers Return to Marketplace—Buyers who had been 
holding back for many weeks as the oversupply of products 
continued to force prices down and down, were beginning 
to come back into the market. They apparently felt prices 
had reached bottom. 

At the Gulf Coast, there was recovery in gasoline prices, 
when most grades went up 0.25¢ per gal. Since price 
structures in many wholesale marketing areas are affected 
directly or indirectly by Gulf Coast prices, this was seen 
as especially significant. 

And whereas many buyers had expected a general cut 
in crude prices, and therefore had held off buying, the 
talk last week was that this danger, too, was past. 

Crude Crisis May be Past—Most buyers and sellers felt 
the danger of a crude price reduction was over the hump 
when: 

1. Many large companies cut their refinery runs. This, 
they said, tended to arrest declining trend in products 
prices. 

2. The Texas allowable crude production was slashed 
2.7 million b/d, or 400,000 b/d below 1954 high of 3.1 
million b/d allowed in April. 

3. The rise took place in gasoline prices at the Gulf. 

Despite these developments, marketers were not unani- 
mous that all was rosy in the crude picture. Some felt 
that the price structure was still precarious. They cited 
the squeeze that refiners were still caught in. 

They also pointed out that outside of Texas and the 
Rocky Mountain area, some oil-producing states were 
still supplying crude in large volume compared to their 
reserve position; that wells in many areas were nearly 
shut-in because of reduced nominations by domestic re- 
finers; that the area of biggest reserves—West Texas—has 
no outlet to area of biggest deficit—California. 

These sources also said that recent refinery cutbacks— 
152,000 b/d for week ended July 16, according to API— 
have been reflected mainly in reduced U. S. purchase 
nominations, rather than in reduced imports. 

But still and all, the general belief was that any change 
in crude prices would be of the “fringe adjustment” type, 
rather than general cut. 

Southern Oklahoma Crude Prices Weak—There was 
one of these “fringe adjustments” last week. Ben Franklin 
Refining Co. of Ardmore, Okla. (owned by Bell Oil & Gas) 
reduced its posted prices in five southern Oklahoma coun- 
ties 13¢ bbl., on July 22, to $2.77 bbl. for 40 gravity and 
above. The company said it was paying this price, with 
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2¢ differential down to 20 gravity, in Carter, Jefferson, 
Stephens, Marshall and Love counties. 

Ben Franklin—purchaser of about 15,000 b/d in the 
fields—said reduction was caused by several reasons. The 
general stream of mixed crude from southern Oklahoma 
comes in direct competition with West Texas, Talco and 
other northeast Texas crudes, as well as Wyoming crude 
of similar type. These crudes, the company said, “are 
priced variously from 13¢ to 43¢ lower than the mixed 
stream from southern Oklahoma. 

“Low product prices, distress crude from the Rocky 
Mountains area which has been supplanting mid-continent 
markets, and the general distress to the industry caused 
by excessive crude imports, have of necessity been im- 
portant factors.” 

Standard Oil Co. of California also announced during 
the week it was adding three fields to its list of California 
crude oil postings. Initial postings, effective July 16, in- 
cluded Belridge Field, beginning at $1.74 for 12-12.9 
gravity and ending at $3.47 for 40-40.9 gravity, and Rose- 
dale and Race Track Hill ranging from $2.46 for 25-25.9 
gravity to $3.37 for 40-40.9 gravity. 

As for products, this is how they shaped up in the 
various wholesale marketing areas East of the Rockies: 

Gasoline—The big, big problem for refiners for many 
weeks, and still a headache for most, although all signs 
were pointing toward improvement. In addition to the 
price increase at the Gulf Coast, there were a lot of 
negotiations going on between buyers and sellers. If these 
were to jell, many sources looked for firm gasoline market- 
ing conditions at the Gulf, which in turn would be reflected 
in other areas. 

Burning Oils—There was a lot of buying interest in No. 
2 fuel at the Gulf, and sellers were less willing than recently 
to turn this product loose. Here again, the feeling on 
the part of many buyers that the “bottom” had been 
reached. Distillate activity in other areas, however, was 
light. 

Residual Fuel—A relatively good supply and demand 
picture in most areas, considering time of year, although 
one Gulf Coast terminal operator was having trouble 
because of the reduction some time ago in East Coast 
bunker oil prices, without a corresponding decline at the 
Gulf Coast (see P. 47 for details). 

Lubricating Oils—Still quiet in most areas, although 
refiners in the Mid-Continent said prices were slightly 
firmer for their oils, with only “ a little shading” of 
prices in spots. Western Penna. refiners said spot trading 
in their area generally continued slow. 

Natural Gasoline Prices Fluctuate—The natural gaso- 
line market in the Mid-Continent remained in a confused 
state, with prices generally running from 3.5¢ to 44, 
FOB Breckenridge, and 4¢ to 4.5¢, FOB Group 3. Most 
manufacturers said demand was good, and the supply 
picture firm. But two were reporting almost daily sales 
of grade 26-70 on an FOB Breckenridge basis at 3.5¢, 
to Gulf Coast buyers. This caused one Oklahoma manu- 
facturer to continue selling at 4¢, Group 3, “to keep from 
losing my customers, which happens when there is a full 
1¢ gal. spread between Oklahoma and Texas prices.” 

Liquefied Petroleum Gas prices remained easy (see 
P. 49). 
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Diesel Bunker Prices Cut Abroad—Foreign market de- 
velopments during week included a cut in Diesel and gas 
oil bunker prices by Anglo-Iranian; and a reduction in 
gasoline prices in eastern Canada. 

Anglo-Iranian Oil Co., Ltd., made general reductions 
in its Diesel and gas oil bunker prices at world ports where 
it furnishes supplies, July 26. The reductions were three 
shillings six pence per long ton for Marine Diesel, four 
shillings six pence for Light Diesel and three shillings for 
gas oil. In United Kingdom ports, where Anglo-Iranian 
offers Medium Marine fuel oil and Light Marine fuel oil, 
these products were reduced three shillings and seven 
shillings, respectively. 

In eastern Canada, gasoline tank wagon prices were 
reduced 0.5¢ to 1¢ gal. by Imperial Oil Ltd., British- 
American Oil Co., Ltd., and Sun Oil Co., Ltd. Imperial, 
first to cut on July 19, said its action reflected “competitive 
pressures on U. S. East Coast,” adding that “chief factors 
affecting the price are low ocean shipping rates and a 
softening of gasoline prices on the U. S. East Coast 
with resulting lower import costs.” 

Retail Gasoline Wars—Retail price conditions were 
still rough in some parts of the country, better in others. 
Among areas where price “wars” were being carried on 
by station operators were the following, with amounts 
of state and federal taxes in parentheses: 

Providence, R. I. (6¢)—Prices rose about 4¢ gal. after 
“voluntary allowances” were discontinued and tank wagon 
postings were increased to 14.8¢. Regular-grade prices 
generally ranged upward from 16.9¢ at major brand sta- 
tions, with the majority at 17.9¢ or 18.9¢. Private brands 
for most part were priced at 15.9¢. 

Newark, N. J. (6¢)—“Voluntary allowances” off tank 
wagon prices were increased 1¢ gal. in most of New 
Jersey by two major suppliers on July 23 “to meet com- 
petition of companies giving dealers guaranteed margins.” 
The increase was statewide with exception of Sussex and 
part of Warren counties where the “voluntary” remained 
at 0.8¢, and Trenton and Bridgeton where the boost was 
made to 2.8¢ earlier. Dealer tank wagon price of 14.7¢ 
for regular-grade was unchanged. Pump prices ranged 
upward from 14.9¢ at major brand stations in some south- 
ern sections, and from 15.9¢ in scattered areas in northern 
part of state. 

Springfield, Mass. (7¢)—Retail prices rose to “normal” 
during week, held for 24 hours, then dropped off again. 
At the end of week, several major brand stations and two 
private brand outlets were posting 14.9¢, 2¢ or 3¢ gal. 
lower than others, for regular-grade gasoline. Lowest 
pump prices in Springfield were on par with lowest (in- 
cluding taxes) in Thompsonville, Conn., six miles away, 
where state tax is 1¢ lower. 


Gulf Coast 


Trading Activity Speéds Up 


As it always happens when the refining industry under- 
goes a sudden change, trading activity was stepped up at 
the Gulf the past week. The sudden change affecting the 
Gulf was reduced runs at many plants, and the market 
almost immediately was alive with inquiries. 

Gasoline was active and firm, some light fuel was sold 
for early lifting, and heavy fuel was active and easy. High- 
lights included the first “no-discount” sale of gasoline in 
many weeks, and large offerings of bunker “C” fuel at 
$1.75 bbl. 

Sale of a part-cargo of 87 oct. regular-grade gasoline 
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“at the low” (which was 10¢ at time of transaction), data 
of lifting, was closed to a major refiner who had reduced 
his runs. It was first full-price sale of gasoline in many 
weeks, last previous sale—a cargo of premium-grade— 
having taken place at “0.25¢ off.” Also on gasoline, small! 
quantities of 95 oct. premium were transferred on basis of 
12¢, current low reported price for this grade. 

A part-cargo sale of No. 2 fuel at 7.75¢ was said to 
have been closed, and this was one of several offerings 
made at a price “no higher than 7.75¢.” Nevertheless, 
virtually all refiners said that light products prices looked 
stronger than recently. 

Bunker “C” fuel oil was a different story, particularly 
when a large Independent terminal operator in Houston 
threw six cargoes on the market. Independent’s price 
originally was “low OILGRAM” ($1.85 bbl.), but when 
he failed to move material, he cut to $1.75, his price 10¢ 
lower than quoted by Texas and Louisiana refiners. 

After three days of negotiating, four of the cargoes 
were moved. Two went to an eastern marketer at $2.00, 
delivered New York, and two others went for $1.75, the 
Gulf. This would have left only two cargoes remaining 
of the original six-cargo offering. However, on completing 
the third and fourth cargo sales, Independent reported he 
had approximately seven more cargoes for loading in late 
August and through September. 

During all this trading, refinery prices for bunker “C” 
fuel held at $1.85 bbl., unchanged. 


Atlantic Coast 


Lull Continues In Trading 


Sudden spurt in trading at the Gulf past week was in 
no way reflected in East Coast terminal and refinery mar- 
kets. There was virtually no activity last week, and prices 
quoted for tank car and barge lots mostly were unchanged. 

Distillate fuel oils, usually the mainstay of eastern trad- 
ing, were quiet. As one major put it, “We're not really 
trying to push summer-fills.” The other principal products 
—gasoline and heavy fuel—also were neglected in spot 
trading. A bid for a cargo-lot of heavy fuel at $1.90, 
Philadelphia, was turned down. 

Suppliers said that they had no urgent questions on 
prices on their books for the present. Most of them re- 
cently had made reductions in their gasoline prices in 
amounts up to 1.5¢. Barring new developments at the 
Gulf, they also were not contemplating changes in their 
prices for light or heavy fuel oils. 

Traders at New York harbor said the past week was one 
of quietest this year. Price-protection and deferred-billing 
clauses in many supply contracts tended to channel oil 
from regular supplier to regular customer, and spot offer- 
ings at small “discounts,” but without these “attractions,” 
inspired little interest among buyers. Some sources said 
there was slight firming in No. 2 fuel prices at New York, 
but this was not borne out in actual trading. 


Chicago District 
Gasoline Prices Down 0.25¢ 


Suppliers’ prices for both regular and premium-grade 
gasoline dipped 0.25¢ in Chicago District last week. The 
cut, according to several sources, reflected the “discount 
level” at which product had been moving, in some cases, 
for the past few weeks. 








OIL MARKETS 





Summary of Gasoline Prices (July 20 through July 26) 





Monday 
July 26 
12.375-14.55 

13.25-13.8 


Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.)........... 
W. Tex. (Texas & New Mex. shpt.)........... 


One-8 2% 


Gasoline 84 
Moiie.. qecep 8 (4)11-11 .875 
ae Group 8 pt.) 10.5-11. ea) 
N, Tex. exas & New Mex shpt.) eee 11.375-12.7 
W. Tex. (Texas & New Mex. shpt.)........... 11.5-12.26 


Motor Gasoline 60 Oct. M & below: 
see Se (3)10.25-10.5 
us G 10-10.25 
11.25-11.5 
13.95-15.8 
13.85 
‘4-15.9 





asoline: 
Western Penna., Bradford-Warren: 
92 Oct. m.) 


- 75-1425 
2.5-13 


-45 
5 


Friday 
July 23 
12.375-14.55 

18.25-13.8 


(3)12-18 875 
12375-14.2 
18(2) 


(4)11-11.375 
10.5-11.125(2) 
11.375-12.7 
11.5-12.25 


ons. 25-10.5 
0-10.25 


@)10. 76-11. : 
11.25-11.5 


13 .95-15.8 
13.85 
(2)15.4-15.9 


8. 45- 13.8 


14.75 
13.5-13.9 
13.75-14.25 
12.5-13 


14.45 
12.5 


Thursday 
July 22 
12 .375-14.55 
13 .25-13.8 


one 13.375 
1.5-18 
iz’ 375-14.2 
13(2) 
Ghi- -11.875 
5-11.125(2) 


i. .875-12.7 
11.5-12.25 


(3)10 .25-10.5 
10-10 .25 


(2)10.75-11.8 
11.25-11.5 


13.95-15.8 
13.85 
(2)15.4-15.9 


12.45-13.8 
11.5-18.7 

(3)12.9-13.9 
12.8 


14.75 
13.5-13.9 
13.75-14. 25x 
12.5-13 


14.45 
12.6 


Wednesday 
July 21 
x12.375-14.55 
13.25-13.8 
(8)12-13 .875 
11.5-13 
x12.375-14.2 
18(2) 
(4)11-11.875 
10.5-11. ee) 


x11 .375-12 
ll. 512 2. 


(3)10,25-10.5 
10-10 .25 
(2)10.75-11.8 

11.26-11.5 

13.95-15.8 

13.85 
(2)15.4-15.9x 


12.45-13.8 
11.5-13.7 

(3)12.9-13 .9x 
x12.8 


14.75 
13.5-13.9 
13.75-15.15 
12.5-13.9 


14.45 
12.5 


Tuesday 

July 20 
12.625-14.55 

18.25-13.8 


(3)12-18.375 
11.6-18 
12 .625-14.2 
13(2) 


(4)11-11.375 
10.5-11.126(2) 

(2)11.5-12.7 
11.6-12.25 


(8)10.25-10.5 
10-10 .25 


(2)10.75-11.8 
11.26-11.5 


13 .95-15.8 
13.85 
15.4-16.6 


12. 
11.5- 
12.9- 
13 .8(2) 


14.7 
13.5- 


13.75-15 .15 
12.5-13.9 


14.45 
12.5 





Light fuels were in summer doldrums and buyers showed 
virtually no interest even where Independent river terminal 
operators were inclined to “shade” prices for the sake of 
sales. 

Heavy fuels maintained a firm position and some open 
market traders said “low” prices were disappearing as 
product tightened in open market. Most suppliers and 
traders in heavy grades said they still looked forward to 
a tight market all next winter. Offsetting lessened call for 
heavy fuels from steel mills was the fact that residual 
production and stocks east of California were below year 
ago. 

Prices for regular gasoline ranged from 11.5 to 13¢, 
FOB Chicago District, premium gasoline from 12.5 to 
14.5¢, both down 0.25¢ on the low, when river terminal 
operator “became competitive.” 


Midwestern (Chicago-E. St. Louis Area) 


Heat Wave Hits Farm Gasoline Demand 


Prolonged hot, dry weather throughout entire central 
states area has cut farm consumption of gasoline, and 
Midwest refiners say the possibility of widespread crop 
failures would reduce use of product sharply in the fall 
harvest. 

Gasoline prices, meanwhile, were subject to sharp dis- 
counting at the Kansas City terminal of Great Lakes Pipe 
Line and to lesser extent at other points by a few “hard 
pressed” sellers. 

Lowest price for “pipe line” regular-grade gasoline at 
Kansas City was 10.125¢ with other spot prices at 10.375¢, 
0.79¢ pipe line tariff included. At other points along the 
line, discounts varied from 0.25¢ to 0.625¢ off delivered 
cost prices as follows: Des Moines, 0.25¢ to 0.5¢; Omaha, 
0.6 to 0.625¢; Minneapolis “around” 0.25 to 0.375¢; 
Chicago, 0.5¢. 
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Light fuels were a dull item. Providing there were buyers, 
most pipe line shippers said they were asking “lows plus 
pipe line tariff.” Discounts to northern tank car buyers still 
were not sufficient to offset the advantage of low pipe line 
tariffs. 

Heavy fuels were firm, according to most trade sources. 
Actual interest in spot market offerings, however, was slight. 


Mid-Continent 


Residual, Gasoline Prices Drop 


Residual fuel prices were off in Kansas and gasoline was 
quoted lower in North Texas the past week. Otherwise, 
there was little change reported by Mid-Continent refiners 
in supply, price, and demand status of refined products. 


In Kansas, No. 5 and No. 6 fuels were quoted upward 
from $1.60 and $1.15, respectively, off 5¢ bbl. Demand 
for residual was improving, however, with buyers showing 
more interest in both Nos. 5 and 6, although few sales 
were disclosed. 

In North Texas, 95 and 92 oct. premium gasolines ranged 
upward from 12.375¢, and 84 oct. regular from 11.375¢, 
when one refiner reported lowering his quotations 0.25¢ 
for premium and 0.125¢ for regular. 

Meantime, some refiners said that cut-backs of refinery 
runs should improve the gasoline picture, and some opti- 
mism was expressed for the future. However, gasoline 
prices remained generally weak, especially at northern pipe 
line terminals, where material continued to be offered at 
“considerable discounts.” Locally, most refiners said gaso- 
line market was in “fair shape.” 

There was little demand for distillates and only slight 
activity in lubricating oils, although some refiners felt that 
lubricating oil market was not as weak as it was a few 
weeks ago. 
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NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
July 26 15.75 12.06 
Month Ago 15.95 12.35 
Year Ago 16.54 12.69 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











Central Michigan 


Gasoline Prices Range 0.125¢ Lower 


Prices for regular-grade gasoline ranged 0.125¢ lower 
in Central Michigan last week when one refiner cut his 
price 0.125¢ on regular “to stay with competition.” Prices 
to commercial consumer accounts were described as in 
a “dog eat dog” stage. 

Light fuels remained quiet with summer discounts pro- 
ducing virtually no business, according to refiners. Heavy 
fuels, with some exceptions, were firm and supplies were 
low at number of plants. 

Refiners’ quotations for regular gasoline ranged from 
13.375¢ to 13.85¢, down 0.125¢ on the low following a 
like reduction by one refiner. Meanwhile, the scrap over 
commercial consumer business had some local refiners 
accusing large companies of being “too aggressive” in 
seeking this gallonage. One large refiner, on the other hand, 
said his company merely was “protecting” business it al- 
ready had on its books. 


Western Penna. 


Gasoline, Distillate Prices Ease 


Distillate fuel prices were 0.25¢ to 0.35¢ lower in the 
Oil City district last week, and gasoline prices were down 
0.25¢ in the Bradford-Warren district. 

The volume of lubricating oil sales on the open market 
was lower than in recent weeks, but there was still some 
buyer interest and prices for the base stocks were firm. 

At Oil City, 50 cetane diesel and No. 1 fuel ranged up- 
ward from 10.15¢ gal., with No. 2 and 36-40 gravity fuel 
at 9.9¢. Refiners generally reported fuel oils “in balance,” 
however, and said the cuts reflected “summer softness” in 
the distillate market. 

In the Bradford-Warren district, tank car prices for 
regular-grade gasoline ranged upward from 13.5¢, with 
premium at 14.75¢. These cuts followed previous reduc- 
tions at the tank car and tank wagon levels elsewhere 
throughout Western Penna. 

Gasoline tank car prices remained unsettled, however, 
with several refiners commenting that they still weren’t 
sure “where the bottom was.” Gasoline volume continued 
good, largely through regular-customer channels. 

Export sales of lubricating oils totalling 140,000 gals. 
were disclosed during the week, but several refiners noted 
that both foreign and domestic demand had fallen off some- 
what. 

Crude scale wax and petrolatums continued firm and in 
good demand. 
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Propane Prices Easy 


Sales of propane in Mid-Continent continue to range 
from contract 3¢, Group 3, on down to negotiated spot 
prices of 2.5¢ and lower. Producers say volatile prices vary 
considerably with size of order and shipping point. 

No changes in prices are reported, but trend toward 
quotation of destination prices continues on part of sev- 
eral large producers. On sales of one- and two-car lots, 
spot prices are said to be “almost up to 2.5¢, Group 3.” 
On larger lots, prices are lower. In West Texas, “anything 
goes,” one producer said, citing that district as principal 
area of surplus. 


Reds Make Inroads On World Markets 


There’s increasing concern in trade circles in New York 
over Iron Curtain oil. It’s becoming more and more a 
factor in world markets. It’s cheap. It’s non-dollar oil. 
The gas oil has high Diesel Index, and the bunker fuel is 
low in sulfur. 

Already Red oil has invaded Iceland and most of coun- 
tries of northern Europe, and South America. A partial 
destination list of tankers leaving Batoun and Constanta 
on Black Sea in July includes South Finland, Egypt, 
Sweden, Iceland, Buenos Aires, Rotterdam, LeHavre, An- 
twerp, and Israel. 

Agreements for export of Russian-controlled oil made 
during first five months of 1954 totaled close to 5,000,000 
metric tons. 

Some in oil trade say that “everybody's trading with 
Russia.” That is, of course, with exception of U.S. and 
principal international oil companies as one country after 
another tries to conserve its currency by bartering with 
Russians. 

Last week in Sweden, Independent companies were 
quoting spot bunker fuel supplies for marine trade at five 
to 10 shillings below prices of international oil companies. 
The “discount” oil came from Black Sea. 

In London, certain brokers will arrange ships’ bunkering 
services for vessels calling at Constanta. 

Biggest drawback to Red oil reportedly is delay in load- 
ing at Black Sea ports. It is not infrequent for a vessel 
to take from five to seven days to fill cargo. Result— 
higher costs to ship charterer. 

As it stands now, no UV. S. flag vessel will put in to a 
Russian-controlled port. Efforts have been made recently 
to sell Rumanian heavy oil to U. S. East Coast, but these 
have been rebuffed. 


Venezuela-Japan ‘Gas’ Movement 


An 8,690-mile movement of gasoline, from Venezuela 
to Japan, is slated to begin next month, and continue 
through August, 1955, according to reports in New York. 

Material will be carried aboard SHUHO MARU, Jap- 
anese flag tanker. Assuming 54 days for round trip, Puerto 
la Cruz-Japan, seven cargoes can be moved in year’s time. 





Crude Oil Prices 


Ben Franklin Refining Co. cuts crude oil post- 
ing in five southern Oklahoma counties (see P. 46). 
No other changes reported in crude oil prices in 
week ended July 24. For complete crude price 
schedules, see P. 56-57 of this issue. 

















°ak@iabee in effect July 26 at Refineries and Terminals— 


CALIFORNIA 

Los Angeles Dist.: 
90 Oct. Prem.. 

80 Oct. Reg. 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 

92 Oct. Prem. (3)12-13 .375 
84 Oct. Reg. (4)11-11.375 s - P . 
60 Oct. M & below. (8)10.25-10.5 San Francisco Dist.: 
90 Oct. Prem.. 
Okla., Group 3 (Northern shpt.) 80 Oct. Reg. 
92 Oct. Prem....... : 11.5-13 

84 Oct. Reg. ra 10.5-11.125(2) 

60 Oct. M & below 10-10 .25 


Midwestern (Group 3 basis) 
92 Oct. Prem. 

84 Oct. Reg. 

60 Oct. M & below. 


11.5-13 
10.5-11(2) 


10-10.25 42-44 w.w.. 


Range oil. 

58 & above D.I. Diesel. 
No. 1 fuel... 

No. 2 fuel. . 

No. 6 fuel. . 


N. TEX. (Texas & New Mex. shpt.) 

95 Oct. Prem. x12 .375-14.55 
92 Oct. Prem.. : x12.375-14.2 
84 Oct. Reg. s x11. 375-12.7 
60 Oct. M & below aie (2)10.75-11.8 


W. TEX, (Texas & New Mex. shpt.) 

95 Oct. Prem. : 13 .25-13.8 
92 Oct. Prem. waa 13(2) 

84 Oct. Reg. ; 11.5-12.25 
60 Oct. M & below 11.25-11.5 


E. TEX. (Truck transport lots) 
95 Oct. Prem. 13.5-13.75 
92 Oct. Prem. nae 13 

84 Oct. Reg. 11.5-12.25 42-44 w 

60 Oct. M & below (2)11-11.125 58 & ieee D.1. Diesel 


CENT. W. TEX. (Truck transport lots) : — ee 
95 Oct. Prem...... aie 13.5 No. 6 fuel... 
eS eer oe 13 s pi 
84 Oct. Reg. etenkene 12 


42-44 w.w. - 
Range oil. . 

58 & above D.I. Diesel. 
No. 1 fuel.. 

No. 2 fuel. . 

No. 6 fuel. . 


N. TEX. eee & New Mex. shpt.) 


ARK. (For Shipment to Ark. & La.).......... 42-44 
92 Oct. Prem... put 12.25 ~ 
84 Oct. Reg. No. 6 fuel.. 
W. TEX. 
42-44 w.w.. 
No. 1 fuel... 
No. 2 fuel. 

No. 6 fuel 


KANSAS (For Kansas destination only) 
92 Oct. Prem. . (8)12-12.5(2) 
84 Oct. Reg. wane 10.75-11.5 
60 Oct. M & below (2)10.25-11.25 
WESTERN PENNA, 

Bradford-Warren: 

92 Oct. Prem. ‘ 14 

86 Oct. Reg.. awh 13 

Oil City: 

92 Oct. Prem. , x13.75-14.25x 


42-44 w 
58 & shove D.I. Diesel 
No. 6 fuel... .. 


86 Oct. Reg. ; 12.5-18x CENT. W. TEX. (Truck transport lots) 


42-44 w.w. 

58 & above D.I. Diesel 
No. 2 fuel 

No. 6 fuel 


Pittsburgh: 
92 Oct. Prem. ‘ 1 
86 Oct. Reg. 1: 


Ohio—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


86 Oct. Reg. oa & bel 


CENTRAL MICHIGAN ae oe 


(FOB Central Michigan refineries No. 2 fuel 
92 Oct. Prem. ssvececes (4)14.5-14.75(2 No. 5 fuel 
86 Oct. Reg. x13.375-18.75 Yo. 6 fuel 


Prices herewith are reproduced from Platt’s OILGRAM Dally Oil 
Price Service, associated with National Petroleum News, whose re 
resentatives in all NPN-OILGRAM offices devote their time ~— a 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound, ex all fees and taxes; 
for crude oil aoa its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 


OKLA., Group 3 (Northern shpt.) 


MIDWESTERN (Group 3 basis) 


58 & above D.i. Diesel. |. 


E. TEX. (Truck transport lots) 
oP, 5-9 =@) 
8.75-9.7 


KANSAS (For Kansas destinations only 


52 & halo D.I. Diesel. 


ARK. (For shipment to Ark. & La.) 


42-44 w.w...... 

Tractor fuel. 10 
52 & below D. i. Diesel . 

58 & above D.1. Diesel. 

No. 2 fuel.. be 

17 .85-18.6 No. 4 fuel...... 


$ No. 5 fuel 
15.86-16.1 No. 6 fuel...... 


(2)13 .85-18.1 
12.1-15 .6(2) 


WESTERN PENNA. 
Bradford-Warren: 


Kerosine.... . 

55 cetane Diesel 
9.75 No. 2 fuel 
9 375 36-40 gravity fuel. 
75 
(2)8 875-9 875 
(2)8 .26-9 . 125 

$0.95-1.60 


Oil City: 

Kerosine ‘ ‘ @ni. 25-11.5 
50 cetane Diesel... .. ‘ 10.15 

No. 1 fuel.. ‘ a” 10.15-10.9 
No. 2 fuel... .. , wa 9.9-10.65 


9-9.5(2) 36-40 gravity fuel. vi 9.9 


Pittsburgh: 
Kerosine 

50 cetane Diesel. 
No. 1 fuel : 
No. 2 fuel . weeee (2)9.9-1 
36-40 gravity fuel. . - 9.9-1 


(2)10 9-12 
10.3-10.4 
(2)10 9-11.85 

1 
1 
(4)9 . 125-9 .375(2) 
(3)8 . 875-9 . 125 
8.875(6) 
8 .25(6) 
$0.95-1.10(2) 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
Range oil. a6shnen g 
46-49 w.w. kero.......... 12.65 
P. W. distillate. . i 7 3- 
9.2-10 No. 2 fuel... . ; 3 
(2)9-9 .75 U. G. I. gas oil. . ‘ .15- 
$1.25-1.60 No. 6 fuel......... eats 5 
No. 6 fuel... 5 


25 
ra 


5(3) 


(Texas & New Mex. shpt.) 


9.25-10.75 

9.25-10.25 
(2)9 .25-9 .5 

$1.65-1.90 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 
Kerosine a ipabetsa aiiacaie 11.9(a) 
No. 1 fuel leaned 11.7(a) 
No. 2 fuel 10.7(a) 
(a) Subject to 0.5c “temporary allowance” in 
northern half of Ohio. 
$1. 30-1 60 


CALIFORNIA 
9.5 San Francisco Dist.: 
4 25 40-43 w.w. 
5 Heavy fuel (PS 400) 
$1 65 Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


(3)9 .375-10.5 
9.125-9 .875 

(2)9 . 125-9 . 875 

(3)9 . 125-10 .25 
8 .25-9 .875 
$1.60-1.85 
$1.15-1.30 


Los Angeles Dist.: 

40-43 w.w . (2)13.8-14.3 
Heavy fuel (PS 400). $1.70-2.10 
Light fuel (PS 300 $2 .00-2.30 
Diesel fuel (PS 200 8.25-13.2 
Stove dist. (PS 100) 9.25-14.7 


distribution or publication. During periods of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN-OILGRAM office or see back of any OILGRAM Price 


Service invoice. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Chicago and Houston, address Platt’s 
OILGRAM Price Service, 330 W. 42nd St., New York "36, N. Y. Annual 
Subscription rate in U. $.: $150 per year, payable in advance. 





ATLANTA, GA. 





1401 PEACHTREE STREET 


CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district.) 

FOB GROUP 3 

Grade 26-70. 


FOB BRECKENRIDGE 
Grade 26-70 


Lubricating Oils 


WESTERN PENNA. 
Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 

Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 
10 p.t. 

15 p. : 


i 
wo 
Aan Qan 


25 p 
150. Vis. (143 at 100° »*) 400- 405 fl. 
. 1 
18 ot. rhea nitees lu 
1 


RAD 


Bright Stocks 

145-155 vis. at 210°, No. 8 col. 

10 p.t. 

Ce * ee — P 16 

25 p.t. : socancen Qeees 


Cylinder Stocks 
600 s.r. filterable 
650 s.r... 

600 flash. . 

630 flash... 


MID-CONTINENT LUBES 

FOB Tulsa basis, for domestic shipment onl 
Bright Stocks, vis. at 210° Neutrals, vis. at 100°, 
0-10 p. p. 


Neutral Oils—Conventional 
Pale Oils Col. 

60-85 vis. 

86-110 vis. 

150 vis. 

180 vis. 

200 vis. 

250 vis. 

280 vis. 

300 vis. 


Bright Stock—-Conventional 
200 vis. D: 
10-25 p. p. 
150-160 vis. D: 

0-10 p.p. 

10-25 p.p. 
120 vis. D: 

0-10 p.p. 
Bright Stock— Solvent 
150-160 vis. 0-10 Pr P-, 

5 v.i. . 

Neutral Oils—Solvent (95 v.i. 
170-180 vis. 
200-210 vis.. 
300 vis. 
Cylinder Stocks 
600 s.r., olive green 


ty y SCULLY SIGNAL COMPANY Melrose 76, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 
150-160 vis.: 0-10 pour test, 
95 v.i x18-19(4) 


Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. 
100 vis....... ws x14-15(3) 
200 vis... .. x14.5-15.75(3) 


300 vis... .. x15-16 .25(3) 
500 vis... . x16-—17.5 


SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 


PALE OILS: 


12 .25(6) 
13 .75(6) 
14.25(6) 
14.75(6) 
15(6) 

15 .5(6) 
16(6) 


RED OILS: 
Vis. Color 
100 5-6.. 
200 5-6.. 
300 5-6 
500 

750 

1200 
2000 


Petrolatums 
WESTERN PENNA. 

(Bbls., carloads; tank car, 1 to 1.5c less) 
Snow white.... (2)7.125-7 .75 
Soft white. ... (2)6 . 75-7 .375(2) 
Lily white..... (2)6 .625-7 .25 
Cream 6. 125-6 .75(2) 
Soft yellow . (2)5.25-65.75 
Light amber (2)5 .25-5 .75 
Amber « (2)5-5.5 

4.75-5 .375 


Napthas & Solvents 


(FOB Group 3) 
Stoddard solvent 
Cleaners naphtha 
V.M.&P. naphtha 
Mineral spirits. . 
Rubber solvent. 
Lacquer diluent 


Benzo! diluent 125 5-14. 625 


WESTERN PENNA. 
Oil City: 


Stoddard solvent 


Pittsburgh: 
Stoddard solvent 


174 reas Street 


Model LA for new 
tank installations 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 


OHIO— Quotations of 5 
points: 
V.M.&P. naphtha. . 18.0 
Mineral spirits & stoddard 

solvent. . 17.0 
15.875 


3.0. Ohio for delivery Ohio 


Rubber solvent . 


E. TEXAS (Truck trnspt. lots) 
Stoddard solvent . : 12.25 


CENT. W. TEX. (Truck Trne«pt. lots) 
Stoddard solvent 11.5 


KANSAS (For Kans. Dest'n. only) 
Stoddard solvent...... 12.5 


ATLANTIC COAST 

V.M.&P. Mineral 

Naphtha Spirits 
New York Harbor. 18(4 17(5) 
Philadelphia 17.5(4) 16 .5(5 
Baltimore 16.5 
Boston > 18.5(4) 17.5 
Providence ; 19.5 17.5 
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How to STIR UP 
MORE SALES! 


The tremendous year-around volume of 
effective Pennsylvania Grade Crude Oil 
Association advertising, telling the public 
that “Today's BEST Oils Begin With No- 
ture’s BEST Crude,” is creating a demand 
you can’t afford to miss! 

Supply your customers with our finest- 
quality, pre-sold 100% Pure Pennsylvania 
products and watch the interest, sales and 
profits you stir up! Prices of our neutrals, 
bright stocks and cylinder oils, or finished 
motor oils meeting all new API classifica- 
tions, are most competitive. We protect 
you against sudden market fluctuations. 
We ship in bulk, in drums, in cans, or fill 
your containers at several points in the 
country, saving you time, freight and dou- 
ble-handling costs. 

STIR UP MORE SALES in your market- 
ing area immediately, by writing, wiring 
or phoning us your requirements, NOW! 
We'll get the complete profit story, sam- 
ples and prices into your hands (without 
obligation) at once! 


e MOTOR OILS 
e NEUTRALS 


e BRIGHT STOCKS 
e CYLINDER OILS 
© WAXES 


REFINING COMPANY 


Charleston 24, W. Va. 


Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 





PRICES in effect July 26 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refiners, in cents per gal. 
tank cars or transport trucks) 


Commercial 
ropane 


Industrial 
Propane 
7.5 
7.25(3) 
2.6-8.5 
7 


District 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 


124-126 A.m.p..... (2)5 25-5 .65 


SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or bbls; 
fully refined slabs loose. Export prices are 
FAS scale in bags or bbis., fully refined in 
bags or cartons. 


Crude Scale: 
124-126 white. ... 


N. Y. Domestic N. Y. Export 
7.10(2) (4)6 .6-6.75 


Fully Refined: 
123-5.... 
125-7.... 
128-30... 
180-82... 
188-5.... 
135-7... 
188-40... 
148-5.... 
149-51... 


8-8 .25 
(2)8-8 .45 
(2)8-8 45 
(2)8-8 .45 
(2)8-8 .55 

8.25-8 .55(2) 

8.25-8.55(2) 

8.25-8 .55(2) 


-05-8 .55(2) 
8.55(8) 
(2)8.55 
10.55 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 

Motor Gasoline 
x12.5-14.5 
84 Oct. Reg........scece0- %11.5-18 
Light Fuel Oils 
10.5-11.35 
9.5-10.35 


Heavy Fuel Oils 
No. 6, low sulfur 
No. 56, high sulfur 
No. 6, low sulfur 


(3)6 . 7-695 (2) 
(2)5 .9-6 .05 
(4)5 .7-6 .95(2) 


Mexican Bunker Prices 


U. S. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 

1.95 sooo 

1.95 8.75 
Pacific Coast 

$5.65 

4.75 

4.75 


Pacific Coast 
pin Ships’ 


Bunkers, or 
Deep Tank Lets) 
San Pedro, Calif... 
Pertland, Ore..... 
Seattle, Wash..... 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


Bunker C 
Fuel 
(P.S. 400) 
$1.80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


$2 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 86 Oct. 


dineies 


12.46-13.8 


Prem. 
District Gasoline 
13.95-15.8 
3.85 
.5(5)x 


Kerosine 
No. 1 Fuel 


(3)9 .95-10.2+(18) 

(3)9.7-9. oy 

10.4(10) 
+10.35(10) 
+10.1(7) 


Gas House 
Gas Oils 
(8)8 .95-9 .2+(16) 9.3 
(3)8.7-8.957 (16) mms 


9.4(11) 
9.1-9.857(10) 
+9.1(4) 


No. 2 Fuel 


9.8 
9.45 





.4-15 25 
.5(2) 


10.1 
10-10 .257(15) 
10.4(5) 


9.1 
9-9 .25¢(15) 
9.5(5) 





-25-14.25 
.6-12.9(7)a 
12.9 
-6(3) 


- 125-10 .25 
.8(11) 

1.8 
-1(4) 





-95-10.27(8) 
0.1(4) 
125 


.3(7) 
11.1(2) 





Philadelphia... . 
do barges... . noe wh ks 

Pt. Everglades... (2)14.4-14.5 

Portland 16 .2(4)x 

16.1(4)x 13. 


(9)10 . 1-10. 35T (9)9.1-9.35T 
sy > hd (4)8 .85-9.17(2) 


11.8(5 
10.1-10.357(8) 9.1-9.35+(8) 
16-10 .25+(8) -25t(8) 





(2)14.1-14.4(8) (2)12.6-12.9(5)x 
18 .8-14.3(4) 12 .3-12.8(5) 


18 .2-14.65(2) 11.7-12.55x 


(a) Price correct on and since July 13. 


Diesel Oil 
Shore Plants 
(50 ct., 55 d.i.) 


9.35-9.6(7) 


No. 5 


No. 4 Fuel Fuel 


. (10)+t$3.16-3.72 tt$2.73 

aor. 13-8 .62 tt 2.70 

y 3.78 —— 
Baltimore. 2.76 
do barges.... 2.70 


11.7(8) (4) 


9-9 
11.8(7) 10(6) 

10 
10.4(7) 9.5(6) 


Light Diesel 
Ships’ Bunkers 
(45 et., 45 d.i.) 


$3 .89(4) 


Heavy Diesel 
Ships’ Bunkers 


$3 .64(4) 


9.75(5) 





Baton Rouge... 2.42 
ti tt3.09(5) 


9. -65(6) 
9.6(2) 





Houston . 
Jacksonville. . 
Miami 
SS 





New Haven.... 


$.49(2) 
3.68(3) 





Philadelphia. . . 
Pt. Everglades.. 
Portland....... 
Providence... .. 





— 


Tam 
Wilmington, 
N. - 


No. 6 Fuel 
No Sulfur 


Guarantee 


Sa 6 Fuel 
a No Sulfar 





N. .v- Harbor.. 
2 BS 


No. 6 vos 
Max. 1, % 
Sulfur 


-(2)82. —_ 28tt(8) (2)$2. 18-2. 25Tt(13) (2)$2.85-2.43 (2)$2.35-2.40 





+22 29(6) 
2.20(8) 
1.95 





x1. 85-1.95(5) 
2.18(6) 
2.15(8) 
.00 


xl i 1 9502) 
2.18(6) 
2.15(3) 

2.00 





T12.27 
1.95(2) 
2.28(4) 
2.38-2.41 


$2.27 





(7)2.12-2.22tt 
2.15(2) 
tt2.29 
ae 26 (4) 


 oB. “15-2. 25TT 
2.18(2) 





2.20(4) 2.17(8) 2.12-2.22+t(6) 

oes eeee 2.15(3) 
tt2. 
tt2.26(3) 


2.44-2.54 2.41 





20(4) 


2.15(4) 2: 18(4) 


2.20(5) 
2.18(5) 


ote—At Atlantic Coast Points from Baltimore south and at rome: prices of some sellers for 


N 
distillate fuels to bulk s at 0.1 
to 0.25¢ gal. 





15¢ higher than 
“voluntary allowance.” ttPrice subject to 10¢ bbl. oat tone allowance.” 


ces shown above. JPrice subject 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Oargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbls., and are by refiners only to 
other refiners, expert agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 

Grade 115/145 19 .75(2 — - 

Grade 100/180............ 18 252) <-> ae ee 
Grade 91/96.............. 17 .25(2) . 7.75(2)-8(2)-8 .25(2)-8 .75(2) 


Jet Fuel (MIL-F-5624a) 
Grade JP-4 (2)9 .25-9 .75 


Motor Gasoline 43-47 Diesel Index. . . 7.75-8(4) 
95 Oct. Prem. 48-52 Diesel Index 7.875-8 . 125(8)-8.5 
e 


Pusediie 'w? 12 .5-13-13 .25-13 .75 ¥ 
1_5(2)-11.75-12.12.5-13 53-57 Diesel Index... . .8.125-8 .25 (4)-8 .625 


11(2)-11.25 
x10. 25( 2)- 10.5(4)-11.75-12 
9. Heavy Fuel—Cargoes 


We, & Waal, 0-20 pati... ccccccvcceses $2.60(2) 
25-9 .75 Bunker “C” Fuel...... .$1.85(7)-1.90-1 .95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 
New York, N. Y. 


Baltimore, Md. 

Nerfolk, Va.. ee 
Charleston, 26. 

New Orleans, La. (Baton Rouge) 
Houston, Texas 

Toledo, Ohio 


Buffalo 
17.2 
14.7(2) oaks —- 
11.4(6) otee 11.85 
10.8(8) bad 11.75-12 .05 
re ——- (2)11. 75-11 .9(2) 
10.4(6) sees (2)10. 75-10 .9(2) 
ont 7.6(8) 
8 .85(2) : 6 .85(3) 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price rice applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made ds, 
prices shown are basis for such purchases with deductions wae made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less le per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 


Bachaquero anes . $1. Las Piedras or Amuay 6-28-53 
Tia Juans Heavy saney 6-23-53 
Lagunillas Heavy Las Piedras or Amuay 
Tia Juana Medium Amuay 
Tia Juana 102 L.P..... Amuay 

Amuay 


Tia Juana Light 
Mara. Las Piedras or Amuay 


wew soe cvoowvvwe 
+ pono nono nO co COMM RO NO ++ tD 


pito 
Capure (Pedernales) 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exlusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 

Crude Company Price Loading Port Effective Date 
Arabian Esso Export ". 97 Ras Tanura, Saudi Arabia 
Arabian M. E. Crude Sales Ras Tanura, Saudi Arabia 
Arabian Soc.-Vac. Overseas Supply Ras Tanura, Saudi Arabia 
Basrah Esso Export Fao, Iraq 

Anglo-Iranian ‘ao, Iraq 

Shel] Petroleum Fao, Iraq 

— -Vac. Overseas Supply Fao, Iraq 

nglo-Iranian Mina-al-Ahmadi, Kuwait 

Gu f Exploration Mina-al-Ahmadi, Kuwait 

Anglo-Iranian Umm Said, Oatar 

Esso Export Umm Said, Oatar 

Shell Petroleum Umm Said, Qatar 

Soc.-Vac. Overseas Supply Umm Said, Qatar 


wowvvvovoovw: 
DOD DOD et batt tt te 


Eastern Mediterranean 
Arabian Esso Export ‘ 2.39 Sidon, Lebanon 
Arabian M. E. Crude Sales . 2.35 Sidon, Lebanon 
Arabian Soc.-Vac. Overseas Supply 4 Sidon, Lebanon 
Iraq Anglo-Iranian 3 8 ; Tripoli, Lebanon /Banias, Syria 
Iraq Esso Export 4 , Tripoli, Lebanon /Banias, Syria 
Iraq Shell Petroleum : ‘ Tripoli, Lebanon /Banias, Syria 
Iraq Soc.-Vac. Overseas Supply 36-36.9 ‘ Tripoli, Lebanon /Banias, Syria 


Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 


Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 37-38 $2.60 Lutong, Sarawak 4- 1-54 
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I re Se ee ee” le eee a eee ee 


Paragon 


30 £. 40 St., N.Y.C. EV 8-4100 











OFFERS THESE 
FINISHED PRODUCTS 


Base Stocks for making = 
these Mult:-Grade Lubricants 





PATENT CHEMICALS 





PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
610 FIFTH AVENUE. NEW YORK 20, WY 














This Is Your 
Market Place! 


Write today for Advertising 


Space Rates. 


NATIONAL PETROLEUM 
NEWS 


330 West 42nd Street 
New York 36, N. Y 











PRICES in effect July 26—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
po include 2¢ federal and state taxes; also city and county taxes 
rices also do not include 


as indicated in footnotes. Kerosine tank wagon 
taxes; kerosine taxes where levied are indicate 


if any, are shown in footnotes. These prices in hed July 26, 1954, 
as posted by principal marketing companies at their headquarters’ offices, 


but subject to later correction. . 


Atlantic 
Gasoline 
(Regular Grade) 
ms. Dir. 


T.W. Taxes 


Atlantic 
Refining 


Allentown, 
P 


Greensburg.. 
Harrisburg. . 
Philadelphia. 
Pittsburgh . 

Reading. ... 
Wilkes Barre 
Williamsport 
Wilmington, 

Del 


a 


ooo une 

New Haven. x14 
Boston, 
Mass.....x14 
Springteld. . 15 


*14 
Condon N J. _ 
N 
Bin hamton.x15 


x15 
neckee 
..x16. 
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"14. 
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"15 


15. 

*15. 

Mineral Spi: eid vV.M. ar. 
T.W. T.W. 


Philadelphia, Pa. 19.5 
Pittsburgh ‘ 23.0 
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ais: 


Heavy Fuel Oile—T.W. 


No. 5 No. 6 
Philadelphia, Pa. 8.10 6.12 


Notes: 


Premium-grade gasoline t.w. prices 2.5¢ 
above regular, except Georgia and Florida 2c. 

Kerosine—Thru Pa. & Del., add le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add le for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 
Solvent. 

Effective dates: 
*July ;14 *July 15 


Cont’| (‘N. B. Prices are Continental's 
tank-wagon prices. Current selling 
Oi prices may vary from those shown 
because of local conditions.) 
Cenoco Demand 
N-tane (3rd Gaso- Kero- 
(regular) Grade) line i 
agon Taxes 


xJuly9; ®July 12; “July 13; 


Denver, Col... . 
Grand Junc..... 
Pueblo. . 


2 
6 
7 
9 


Cheyenne 7 A 
Billings, Mont.. 
Butte 

Great Falls 
Helena diese 
Salt Lake, U.... 
Twin Falls, Ida. Sie 
Albuquer., N. M. 15. 
14 
14 
18. 
13. 


Muskogee, Okla. 
Oklahoma City. 
Tulsa.... 


q ” 
See rncnceneee Ee 
0 00 00 &© 00 G0 GP =3 G0 GO GO G0 G0 G0 G0 GO G0 
mamnonnoeooooscooooo 
MH WOW WINS DDWOWMNORED 


Taxes: 


Gasoline tax column includes these city tax- 
es: Albuquerque & Roswell, 0.5¢; Santa Fe, 
le; Cheyenne, 1c; Casper, Ie. 

Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals. ; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct lc. 

Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3¢ 
above regular. 
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in footnotes. Discounts, 1/20c; 


CHEVRON 
ym Avy. at Gaso- 
eke T.T. line 
ls. & over 


Standard of 
California 


Taxes 
8.0 





Fairbanks, Alaska 


00 
eonernmarannan £ 
0001 3 CO Ot ee Co ID 
i 00 ~3 00 00 00 G0 0 =3 ~3. 00 00 
conucoumnonoooe 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace 
PAs Zs. GOT.2. Tez. 
(400 gals. & over) (ex all taxes) 


=" 
WAWOIH AHH ADWARE 
+ Gren bs Go ~aeo Goer onto 


Boise—8c gas tax applies to motor fuel only; 
avgas taxes are 2c federal, 2.5c state. 

Salt Lake—T7c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5¢e gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0c gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. (Marine) and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
2.0c for 91/98, 5.0c for 100/130 and 8.0c for 
115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
Sc; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 

* Standard No. 2 Burner Oil. 

Humble 


Humble Gasoline Gaso- Kerosine 

Oil Regular line Tank Re- 
T.W. Retail Taxes Wagon tail 

Dallas, Tex... 14.8 20.1 j 13.3 

Ft. Worth.... 14.8 

Houston..... 14.7 

San Antonio.. 15.0 


Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 
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Inspection fees per gal., included in both gasoline and kerosine prices 
unless otherwise specified, are as follows: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25¢; 
Kans. Af 10Re; La. 1/32c; Minn. 5/200; Mo. 1/25e; Neb. 
C. '1/4c; N. 
Tenn. 2/505 and Wisc. 3/100c. F 

Kerosine inspection fees only: Ala. 1/2c. Iowa 1/50c; Mich. 1/5c. 


2/100c; Nev. 
1/20c; Okla. 2/25c; S. C. 1/8; S. D. 1/40; 


Esso Gasoline 
Esso (Regular Grade) 


Standard 


Atlantic City, N. J.. 
ewark 


Richmond. 


oke 
Charleston, W. Va. 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, N. C.. 
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Salisbury 
Charleston, S. C..... 
——> 


Nes Orleans, La 
Baton Rouge 


-~ 
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Little Rock, Ark.. . 
Naphthas T.W. & Steel Bbls. 
Newark, N. J. Min, Spirits V.M.&P. 
3600 gals. & over . 19.5 
Steel bbls 24. 25.5 
Baltimore, Md. 


Washington, D. C. 
8,600 gals. & over 
FUEL OILS—T.W 
No.1 No.2 “No.4 No.6 


Atlantic City, N. J. =. : 
Newark 

Baltimore, Md.. 
Washington, D. 6. 
Danville, Va 
Petersburg 

Norfolk 

aren aay 

Roano’ 

Charlotte, = 
Hickory. . 


$3.684 $2.83 
3.73 2.85 
4.05 2.89 


Balisleery’. 
Charleston, . 2. 


w 
| BO GO “VEN OK OWEN CO 200 


Spartanburg 
Taxes: Louisiana aueesion prices “* ot _ 
clude le state tax. 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add lc 
for 100-299 gals. 2c for less than 100 gals. 
No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 
Premium-grade gasoline t.w. 


above regular. 
(Prices are per imperial gal.; to 
Imperial arrive at price per U. S. gal., 
Oil subtract 1/6th.) 
(Esso Gasoline 


Regular Grade) Kero- 
Dealer Gasoline si 
=e 


prices 2.5c¢ 


St. John’s Nfid 

alifax, si 
St. Johns, N. B.. 
Charlottetown, P. E. I. 


Hamilton, Ont... .. 
Winnipeg, Man 
Brandon, Man 

na, Sask 


Calgary, Alta 
Edmonton, Alta...... 
Vancouver, 
Taxes: Gasoline taxes are provincial \. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 

* Price is for Premium-grade. 

xEffective July 19. 
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PRICES in effect July 26—Tank Wagon—Cont. 
Socony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilheat 
Gasoline 80 91 100) =6©Cons. Dir. Cons. Dir. Mobil Kerosine Diesel (No, 2 Fuel) 
t.VW. t.7. TH FH. Cw Trew To. Yea F.V. TH. FTW. TH. Yass 


ay  B Yorks ore 
10.5* .5* 
.4* 


5* 


* 
Plattsburg 


Rochester 
Syracuse . 


: a: be: em: mtotomts 


- oe woooocerovers: oe. 


.2* 

.55* 10.55* 
2* 10.2* 
, ere 
267 .. 
-25* . 


9 
7 
6 
6 
4 
1 
2* 
5 
2 


5* 
> 


6 
6 
6 
6 
6 
6 
6 
6 
6 
6. 
6 
6 
6 
6 
6 
6 
6 
8 
8 
7 


Manchester........ 
Portsmouth 
Providence, R. I.... 
Burlington, Vt... 
Rutland 


‘een 10. 
, 9 
11.7 ‘ 11.1 
12.1 . aes 


13. 
15. 
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Wo 00 to 3S Oe Om OAM HONMOOOOSS 
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Tank Wagon Prices Buffalo N. Y. City Rochester Syracues Boston Hartford Providence 
a ay irits scenes Same 19.5 18.0 20.5 22.0 19.0 20.0 19.5 
Vv. M. - Naphtha.. = 21.5 19.5 22.5 23.5 20.5 21.5 21.5 
ees N.Y.C. prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax), 
Discounts: Mobile Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals. or more. 

Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 

Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 

xEffective June 9. *Subject to 0.25¢ temporary discount. 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sohio Sohio Sohio Con- Re- S.R. D.C. V.M.&P. Sehio 
Gasoline Avia. yia. ia. Sol- Naph- Naph- Varno- “Sol- Kerosine No.1 
7 80 Ww. tha tha lene vent -W. Seohio- 


5 
$= 
8 


23.0 


Cincinnati. . 
Cleveland 


Dayton. 

Lima , 
Mansfield. 
Marion........ 
Portsmouth.... 
Toledo 
Youngstown 
Zanesville 


a9 49-9 -9-3-93 
Oanncacucn 
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0 
0 
0 
0 
0 
0 
0 
0 
0 
0 
0 
0 
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Taxes: Hangar eperetors can purchase aviation gasoline less 4c per gal. State Road Tax by supporting 
_ A-10 to supplier 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 1 =. or more, 50 to 99 gals. ada Ic per gal., 1-49 gals. add 2c per gal. 
nee 5 Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 
gals., add 5c. 
Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 
stations. 
*Subject to 0.5c “temporary Allowance.” 


Indiana Standard 


Tank wagon pes listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown ————————Stanolex Furnace Oil——¥—_—_- 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 Kentucky 
Cons. Dir. line 1-99 gals. 175 349 849 gals. gals. 
T.W. T.W. Taxes T.W. gals. &over gals. gals. gals. S& over & over Standard 


yurchase with State Tax Exemption Form 


Chicago, Ill 
South Bend, Ind...... 
Detroit, Mich 14.4 eer 
14,0* 2 . . 
18.5* .... mer eau cxek > teeth Covington, Ky... . 
Guten: fant levi’. dnweeteted Lexington..... 
Te sack \ chidlen bw." Goleeeel Louisville 
BEING diner iia 6.) leamen,, /EeER Paducah 
14.4 eces eaav ake éews o04 Jackson, Miss. 
DPA Ji iso: cone oedts | sete’ oe... ‘i 
rmingham, Ala.. 
eos 15 ease 14.5 aece Mobile. 
Montgomery..... 
Fuel Oils—T.W.—Chicago, Ill. Texas Fire-Chief Gasoline Atlanta, Ga..... 
Standard Stanolex (Regular Grade) Kerosine t 
Heater Oil Furnace Oil Co. oe ae ar 
1-99 gals. 15.3 et — 
100-149 gals. 5. and Dallas, Tex.. 
100-149 gals. ba 5. ons Ft. Worth. 
150 gals. & over Ses Wichita Falls... 
100-399 gals.. enn 14.3 
400 gals. & over er 13.8 


0 ~Ier bom DLO Oto 
2 e S e 

tom to S © -2 0&0 00 

DaY-IWAIHBAAAIMH~2 
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Milwaukee, Wi 


— 
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Stanolex Stanolex San Angelo 
Fuel A Fuel C Waco.. 
a Austin.. see 
2 9.15 8.0. Houston. . ae? 
750 gals. & over.... 8.4 7.25 San Antonio... 
Taxes: St. Louis, Mo., gasoline tax includes 1c Port Arthur 
city tax. Des Moines, Ia., kerosine and furnace Notes: Dealer t.w. prices apply also to all 
oil prices do not include 6c state tax. State classes of consumers with minimum delivery Notes: 
sales, occupation, consumer & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
added, where applicable. Premium-grade gasoline t.w. prices 2c above regular. 
*“Temporary”’ price. regular. Cons. 


Gasoline tax column includes these city & 
county taxes: Mobile, 3c city; Birmingham, 1c 
county; Montgomery, lic city & Ic county ; 
Pensacola, ic city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
kerosine, lc.; Mississippi, kerosine 0.5c. 


Noncvonmooconmn 
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coocoosoooscseo 
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t.w. prices same as net dealer prices. 
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CRUDE OIL PRICES—in $ per bbi. of 42 U. S. gals. at the well, except Canadian prices as noted. 
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FIELDS EAST OF CALIFORNIA 
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Prices in fields east of California were ef- 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices are shown by states and by gen- 
eral areas in most states. Details of fields 
where each company and exceptions to 
gravity schedules as shown above will be far- 
nished on request to NPN. Scattered fields on 
= ye schedule as well as fields for which 

t prices are posted are shown in the Fiat 
Price Section. 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 
om A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia. 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohio Oil. 


COLORADO—Sweet Crud 
Schedule A: Continental, Phillips, Pure, Sin- 
clair, Texaco. 


Kansas—All fields 
Schedule A: Carter, Cities Service, Con- 
tinental, —. Phillips, Pure, Shell, Sinclair, 
nolind, Texaco. 


LOUISIAN A—Central 

Catahoula Lake & Other Fields: 
Schedule N: Esso 

Hemphill & Other Fields: 
Schedule O: Esso, Gulf, Stanolind. 

Olla & Other Fields: 
Schedule P: Ark. Fuel, Esso. 


LOUISIANA—Coastal 

Edgerly & Other nate 
Schedule F: Gulf 

Eunice & Other Fields: 

s Schedule E (24-29 gravity): 
jun. 


LOUISIAN A—East 
Delhi & Other Fields: 

Schedule N: Esso, Stanolind, Sun. 
Fairview & Other Fields: 

Schedule O: Esso. 


LOUISIAN A—North 
Athens-Pettit & Other Fields: 
Schedule M: Esso, Gulf. 
Caddo, Homer & Other Fields: 
Schedule A: Ark. Fuel, Esso, Guif, Mag- 
nolia, Stanolind. 


LOUISIANA—South 

Schedule P: Cities Service, Continental, Esso, 
= Magnolia, Pure, Shell, Stanolind, Sun, 
exaco. 


MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Esso, Gulf. 


Cities Service, 


MISSISSIPPI—Fayette & Other Fields 
Schedule O: Esso, Pure. 


MISSISSIPPI—Overton & Other Fields 
Schedule N: Easo. 
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MONTANA—Sweet Crude 
Schedule A: Carter, Phillips, Ohio Oil, Stano- 
lind, Texaco. 


MONTANA—Sour Crude 
ie R: Carter, Continental, Ohio Oil, 
Stanolind. 


NEBRASKA—AIl fields 
Schedule A: Pure, Sinclair. 


NEW MEXICO—Intermediate Crude 
Schedule D: Atlantic, Cities Service, Con- 

tinental, Gulf, Humble, Magnolia, Phillips, 

Pure, Shell, Sinclair, Stanolind, Texaco. 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities Service, Con- 
tinental, Gulf, Humble, Magnolia, Shell, Sin- 
clair, Stanolind, Texaco. 


OKLAHOMA—All fields 

Schedule A: Carter, Cities Service, Con- 
tinental, Gulf, Magnolia, Phillips, Pure, Shell, 
Sinclair, Stanolind, Texaco. 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Cities 
Service, Gulf, Humble, Magnolia, Ohio Oil, Pan 
American, Phillips, Shell, Sinclair, Stanolind, 
Sun, Texaco. 


TEXAS—East Central 
Schedule B: Humble, Sinclair. 


TEXAS—Gulf Coast 

Aldine & Other Fields: 

2 ~ none P: Pan American, Phillips, Stano- 
nd. 

Anahuac & Other Fields: 

Schedule F: Cities Service, Gulf, Humble, 
Magnolia, Pan American, Phillips, Pure, Re- 
public, oa. eet Sun, Texaco. 

Arcola & Other Fields: 
Schedule J: yen Phillips, Pure, Sinclair, 


Texaco. 
Goose Creek & Other Low Cold Test Fields: 
Schedule E (24-30 Gravity): Humble, Pan 
American, nocied Sun, Texaco. 
Hastings & Oth elds : 
Schedule E (20-40 Gravity): Atlantic, Gulf, 
Humble, Pan American, Stanolind. 


TEXAS—North, North Cent 
Schedule A: Continental, 
Sinclair, Stanolind, Texaco. 


TEXAS—Northeast 
(Asphalt Crudes) 
Cayuga & Other Fields: 
Schedule K: Pan American. 
Taleo & Other Fields: 
Schedule L: Humble, Texaco. 


TEXAS—Panhandle 
Schedule A: Gulf, Humble, Magnolia, Phil- 
lips, Texaco. 


TEXAS—Southwest 
Bianconia & Other Fields: 

Schedule I: Cities Service, Continental, Hum- 
ble, Pure, Stanolind, Sun. 


ral 
Gulf, Magnolia, 


Kelsey & Other Fields: 

Schedule H: nay a Sun. 
Mirando & Other 

Schedule G 34-29 Geevity): Humble, Mag- 
nolia, Sinclair, Sun, Texaco. 
Refugio & Other Crudes 

Schedule G (20-40 Gravity) : Atlantic, Cities 
Service, Humble, Phillips, Republic, Sinclair, 
Sun. 


TEXAS—West Centra) 
Schedule A: Humble, Magnolia, Stanolind, 
Texaco. 


TEXAS—West Texas Sweet 

Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Sour 

Schedule C: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Ohio Oil, Phillips, Pure, 
Shell, Sinclair, Stanolind, Texaco. 


WYOMING—Sweet Crude 
Schedule A: Carter, Continental, Ohio Oil, 
Pure, Sinclar, Stanolind. 


WYOMING—Sour Crude 
x. R: Continental, 
‘ure, ee Tt A 


Ohio Oil, 





FLAT PRICES 


(Listings also include some fields on gravity 
schedules) 

ARKANSAS 

Limestone Condensate (Esso) 

Sandstone Condensate (Esso) 

Smackover (Ark. Fuel, Gulf) 


ILLINOIS 
Eastern Illinois (Ohio Oil) le below. Sc hedule J 
Illinois Basin, (Ashland, 7-9-54) 2.90 
Illinois Basin (Cities Service, Conti- 

nental, Gulf, Magnolia, Ohio Oil, Pure, 

Shell, Texaco) > 

Loudon Pool (Carter) 
Mattoon Pool (Carter) 
Plymouth (Ohio Oil) 


INDIANA 
Western Indiana (Ohio Oil) 1c below.Schedule J 


KENTUCKY 

Butler Co. Area (Owensboro-Ashland, 
7-12-54) ‘ 

Owensboro Area (Ashland, 7-9-54) 

Ragland Grade (Ashland, 7-9-54) 

Somerset Grade (Ashland, 7-9-54) 


LOUISIANA 
Bayou Pigeon - peupenadl 
Bear (Continental) ae 
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Bivens (Atlantic) 
Creole (Pure) 


Haynesville-Smackover Lime 
Condensate (Ark. Fuel, Gulf) 
Crude (Ark. Fuel, Gulf) ; 

Neale (Atlantic) 


North Louisiana Chadoneate : 
Cotton Valley (Esso) 
Gloyd (Esso) 
South Louisiana Condensate (Esso) 
Sweet Lake (Pure) 
Urania (Ark. Fuel) . 
Ville Platte (Continental) 


Crome woo 
Sona ar OS 
aceu ac 


MICHIGAN 
(Only lowest and highest postings of 
company are shown below ; other postings 
be obtained on request to NPN.) 
Bay Pipe Line (6-1-54): 
Adams Heavy & other fields 
Sanford & other fields . 
Leonard Pipe Line (61-54): 
Clare City 
Fork & other fields 
Pure: 
Adams & Deep River (6-1-54) 
Coldwater & other fields 
Simrall (5-29-54): 
Grant 
Barryton- Sun Denslow 


MISSISSIPPI 

Baxterville: 
Condensate (Gulf) 
Crude (Gulf) ‘ 

Central Miss. Condensate: 
Fayette (Esso) 
Gwinville (Esso) 


Pickens crude (Carter) Schedule D 





MONTANA 
os _> (Continental!) 


(Carter) 
a (Phillips) . 


OHIO 
Cleveland & other fields - oped 2.70 
Corning (Seep, ae . o0e60 2.72 
Lima ™fs.0. 

PENNSYLVANIA—Penn. Grade 

Alleghany, N. Y. (Sinclair, 5-20-54) 

Bradford, Pa. (Tide Water, 5-17-54) 

Bradford, Pa. (Seep, 5-20-54) 

Eureka, W. Va. (Seep, 5-20-54) 

Middle Penn. (Seep, 5-20-54) 

Southwest Penn. (Seep, 5-20-54) 

Zanesville, Ohio (Ashland, 5-20-54) 


TEXAS 


Agua Dulce enn 
Atlee (mepebe 
(Sheil) 


Cayuga B- .—— (Pan American) 


Chapel Hill: 
Condensate (Sinclair) 
Crude (Sinclair) . 
Be above .. 


Charlotte — 

Clay Creek (Sun) 

Conroe (Humble, Sun, Texaco) 

Darst Creek (Humble, Magnolia, 

Pearsall (Humble) 5e below .... 
uitman-Paluxy (Pan American 

‘omball (Humble, Magnolia, eanotind) B13 


Van (Humble, Pure) . 
Willamar (Pan p ~- PE 


le + 








WYOMING 


Beaver Creek (Stanolind) 
Big Sand Draw 

Byron (Ohio Oil, 

Garland (Ohio Gat “Stanoling} 

Hidden Dome jo Oil) 

North Sand ay (Sinclair) "" Schedule 
i y Basin oats oil, Sa Tex- 


CANADIAN FIELDS 


(Postings of Imperial Oil Ltd. Prices are in 
Canadian dollars per bbl. of 36 Imp. gals., 
effective July 21, 1958, except as noted) 


Acheson/Stony Plain D-2, D-3 (7-1-54) $2.695 
Acheson/Stony Plain L.C. (7-1-54) 575 
Armisie L.C. (7-1-54) : a side 2.695 
Big Valley D-2, D-3 ; 37 
Bothwell (5-1-52) 3.205 
Daly, Mississippian 
Duhamel D-2, D-3 
Excelsior D-2 (7-1-54) 
Fenn D-2, D-3 
Glenco (5-1-52) 
Golden Spike D-2, D-3 
Joarcam-North (7-1-54) 
Joarcam-South (7-1-54) 
Leduc-Woodbend D-2, D-3 
Malmo D-2, L.C. ‘ 
Malmo D-3 
New Norway D-2 
New Norway D-3 ‘ 
North Big Valley D-2, 
Oil Springs (5-1-52) 
Petrolia (5-1-52) 
Redwater D-3 
ay Valley Crude: Prices FOB producers’ 
tankage, begin with %33-83.9 gravity at 
$3.085 with 2c differential er degree of 
gravity to 64 & over at $3.705 


2.575 


(1-14-54) 


(7-1-54) 


(7-1-54) 


D-3 (6-1-54) 





CALIFORNIA 


S. O. California prices effective Feb. 16, 1953. All gravities above those quoted take highest price offered for the field specified. 


SCHEDULE 1 2 3 
Gravity 
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1. 
1. 
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Elk Hills ) ~-eenames Zone) a 


Gree 
Guijarral Hills 


36 
Huntington Beach,,... 
Inglewood 24 


Edison 
Elk Hills (Shallow).... 32 
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OW ARE YOUR COMMUNICATIONS ? 


Do the booklets, pamphlets, and manuals you use really work for you? 
Are these vital publications, that tell the story of your products and your 
company, as effective, readable, well designed and illustrated as they can 
be? Today more than ever, your entire operation is judged by each annual 
report, employee manual, and public relations piece that you produce. 
Have you examined your communications lately? If you have any doubt 
as to the impact of your instructional and promotional literature, 
remember .. . 


COMMUNICATION 15 OUR BUSINESS 


For a good many decades McGraw-Hill has stood for complete coverage 
in the business literature field. Now the McGraw-Hill TECHNICAL WRITING 
Service offers a new approach to your publication problems — an inte- 
grated writing, editing, illustrating, and printing service for the custom 
production of: INSTRUCTION MANUALS, PRODUCT BULLETINS, TRAINING AIDS, 
INDUSTRIAL RELATIONS LITERATURE, ANNUAL REPORTS, COMPANY HISTORIES, 
PROCEDURAL GUIDES and other collateral literature. More than 150 editorial 
and graphic experts are at your disposal, ready to prepare high-quality 
material to your own or government specifications. Save time, save money 
... and make your communications work! Let our staff be your staff for 
technical and business publications. 


McGraw-Hill Book Co. TECHNICAL WRITING SERVICE 


Write or phone Technical Writing Service, McGraw-Hill Book Co., Inc. 
330 West 42nd Street, New York 36, N. Y. @ LOngacre 4-3000 


This service is available through ad agencies. 
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Station Sales Rise 
Despite General Drop 


While most other retail sales lagged 
behind last year, service station sales 
rose 12% and $100 million in May 
above the same month last year, says 
the monthly Commerce Department 
retail trade report. 

The report shows that adjusted sta- 
tion sales for May—with seasonal 
factors and trading day differences 
considered—were $954 million, com- 
pared with $854 million in May of 
last year. The May total was an in- 
crease of 2% over the $938 million 
figure posted in April of this year. 

Preliminary figures for June, 1954, 
show about a $5 million increase over 
May. For all retail stores, June sales 
were about 1% below the same month 
last year. 

The service station sales increase 
over last year far outstripped the gain 
for any other retail classification. Food 
stores, eating and drinking places and 
drugs showed increases of 1% to 2%, 
while the remaining classification 
trailed behind last year’s sales. The 
apparel group suffered a 10% drop 
in sales figures compared with last 
year. 

Commerce officials were puzzled 
over the unusual increase in service 
station sales compared with other 
groups. One specialist suggested two 
possible factors that he said might 
have affected the compilations, al- 
though he did not feel the margin of 
error could have been more than 4% 
or 5%: 

—Increase in gasoline prices last 
year. 

—Change in reporting procedure. 
The current method takes a wider 
cross-section of each industry than the 
previous system. The change, made 
last year, increased the sampling areas 
from 65 to 240. 

The official said service station sur- 
vey included all firms with 11 or more 
service stations and a regional “sam- 
pling” of firms with less than 11 sta- 
tions. He estimated that about 2,000 
stations reported. 


Pennsylvania Turnpike 
Traffic Increases 3.4% 


Service stations on the 327-mile 
Pennsylvania Turnpike had more than 
11.5 million potential customers in 
the year ended May 31, the Pennsyl- 
vania Turnpike Commission reports. 

Vehicle traffic, totaling 11,690,442, 
was up 3.4% from the previous 12- 
month period. Passenger car traffic 
of almost 9.4 million was up 3.7% 

(Continued on page 60) 
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College grad, age 30, with major oil and tire 
sales experience desires position with progressive 
concern. Write PW-3407, National Petroleum 
News. 





Helicopter Pilot Lt. Comdr. Being discharged in 
Oct. can operate your flight activities. Actual and 
academic experience. Resume elaborates. William 
G. i aed 1404 Penny Drive, Elizabeth 
City, N. 


|| /EQUPMENT--esad-surphus | 


For Sale 

















Asphalt and heavy oil Semi Trailers. Nearly new 
6180 gallon fully equipped ready for road. 10.00 
tires with tandems set back for five axle combi- 
nation operation. Length: 37 ft. Eldon Miller, 
Inc., Towa City, Contact Stephens, Hall 
or Rebo. 





Iowa. 





Oil Meters—prices & data on request 3” Smith 
“S” meter—new guarantee 4” Pittsburgh Roto 
cycle meter—new guar. 2, 2¥2 & 3” Pittsburgh 
(some compact)—new guar. 14%” & 2” Bowsers, 
#764, new guarantee, Jones Company. 21 Cres 
cent St., Lawrence, Mass. 





For Sale: 2—4000 gal. Tank Trailers, Built by 
Davis, Tandem axles, good tires, used for heavy 
oils—Price $1200.00 each. Write: Arrow Petro- 
leum Co., Cincinnati 12, Ohio. 





SS Wanted - a 








Weanted to purchase 4 or 5 ompatuant 1800 
or 2000 gallon truck tank with or without truck, 
address L. R. Squires, Kissimmee, Fla. 


ie 


Wanted to buy: Established gasoline distribu- 
torship or commission agency, in Ohio, Penna., 
Maryland or Southern New York State. BO 3170, 
National Petroleum News. 











Bulk Oil Plants—Propane Gas plants selected 
properties throughout the Midwest. We specialize 
in petroleum properties. Petroleum Marketers, 605 
Produce Bank Blidg., Minneapolis 3, Minnesota. 


MAN HUNTERS 


If you are looking for personnel on the executive level, there 
is no better way than through the more than 16,500 paid sub- 
scribers of this publication. You can make contact with 
them quickly, easily, and economically through NATIONAL 
PETROLEUM NEWS’ classified section. 
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LUBRICATING GREASE 
TECHNOLOGIST WANTED 


Long-established manufacturer of spe- 
cialty greases in New York area offers 
exceptional opportunity to competent 
man. 

Must be experienced in manufacture 
of production batches sodium, calci- 
um, mixed base and lithium lubricants, 
both with and without inhibitors— 
such as EP, rust preventives, etc. 
Must be able to closely control pro- 
duction uniformity. 

Salary to start $12,000. Applications 
invited from men holding similar posi- 
tions, or from metallurgists or chem- 
ists with similar experience and cap- 
able of superintending production. 
Held in strictest confidence. Give full 
particulars of past training and ex- 
perience—including age and marital 
status. Send photo, if available. 


P-3471 National Petroleum News 
330 W. 42 St., New York 36, N. Y. 
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JOSEPH i. SaLenent 
PERSONALIZED MANAGEMENT COUNSEL on: 
Petroleum Refining — Marketing — Trans- 


EVALUATION of NEW PROJECTS — SURVEYS 
LONG RANGE PLANNING 
PETROLEUM SONSULTANT. 

201 East 57th St., New York 22 
Telephone — Plaza 9-1450 


SPECIAL SERVICES 


Mailing lists of refined and fuel oil dealers. 
Free catalogue. Oil Industry Mailing List Co., 
405 Tuloma Bldg., Tulsa, Okla. 
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STATISTICS 


from the previous year and 2.4% 


more trucks (2.3 million) travelled 
e po / J 4s eeceee the route. 


Passenger car traffic averaged 25,- 
665 vehicles daily and 6,200 trucks 
rolled over the turnpike every day. 


FUELS 


Shell's TCP ‘Repowered’ 


8 Million Auto Engines 


Shell Oil Co. has reported that 8 
million engines have been “repower- 
ed” by TCP since the additive was 
introduced in Shell’s premium gaso- 
line a year ago. 

A full-page newspaper advertise- 
ment announcing the fact carried a 
footnote on TCP, “The unique gaso- 
line additive discovered by Shell Re- 
search,” which stated: 

“Only Shell and its authorized 
licensee, Continental Oil Co., have 
the full knowledge of the proper use 
of TCP additive. Trademark owned 
and patent applied for by Shell.” 

Shell and American TCP Corp. 
now are engaged in litigation over 
the latter’s marketing of “TCP Con- 
centrate” in cans and over Shell’s 
trademark rights to the term TCP. 
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Wylie Patterson 


Leu Drennan 


NEW ENGLAND FUEL OIL sales manager Richard P. Drennan of Medford, Mass. 
is retiring from Mexican Petroleum Corp., subsidiary of American Oil, August 8, 
after 32 years. Drennan was honored at a dinner in Boston attended by associates and 
company officials, including John J. Leu and James P. Patterson, vice presidents, both 
of New York, and Hugh Wylie, manager of heavy fuel oil sales in New York 


P. E. Allan, vice president in charge 
of marketing for the Western division 
of Tide Water Associated Oil Co., has 
been appointed to the newly-created 
position of administrative vice presi- 
dent for marketing. 

In his new post, Allan will devote 
his time to developing policies, plans 
and procedures covering the com- 
pany’s sales and merchandising ac- 
tivities, both domestic and foreign. 

Allan joined Tide Water after his 
graduation from the University of 
California in 1915. 

He has served in various sales posi- 
tions in the company’s Western divi- 
sion, and since 1943, has been vice 
president in charge of sales for that 
division. His headquarters will be in 
San Francisco. 

a 

Other appointments at Tide Water 
Associated, under the company’s “new 
over-all plan of organization,” accord- 
ing to president D. T. Staples, are those 
of Lloyd F. Bayer and Fero Williams 
to senior vice-presidents. They will 
“assist the president in the guidance, 
direction, co-ordination and control of 
the operations, business and financial 
activities of the company,” said Sta- 
ples. 

Bayer has been with Tide Water 
for 38 years and is a member of the 
board of directors. For the past sev- 
eral years he has served as vice presi- 
dent in charge of the Western division. 

Williams was elected to the board 
in 1952 and in May, 1953 joined the 


company as vice president and con- 
troller. Both will be in San Francisco. 
For significance of these appoint- 
ments, see page 5. 
7 
John W. South- 
worth is celebrat- 
ing his 30th year 
with Shell Oil Co. 
Southworth is 
Michigan division 
manager at De- 
troit. He started 
his oil career as a 
service station at- 
tendant in Port- 
land, Ore., and 
came up through 
various marketing positions. 
Southworth is a director of the Bet- 
ter Business Bureau, Detroit Board of 
Commerce, the Economic Club, the 
United Foundation and is Commission- 
er of Streets and Traffic. 


J. W. Southworth 


a 
G. E. Kennedy, Sr., president of 
G. E. Kennedy & Sons, Inc., of Gal- 
lup, N.M., says his firm is planning 
to install some late model pumps 
and larger storage tanks in several sta- 
tions where improvements are neces- 
sary. In the future the company plans 
to build one eight-pump station and 
One two-pump station. 
ae 
Robert H. Rath has been named 
manager of retail sales in the Pacific 
Northwest by Union Oil Co. of Calif., 
while James E. McCaffrey was ap- 
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pointed sales manager for 
Seattle district. 

Rath joined the company at Hono- 
lulu in 1935 as a junior clerk and was 
manager of retail sales for the central 
territory, with headquarters in San 
Francisco. Rath’s new territory ir- 
cludes Washington, Oregon, Northern 
Idaho and Alaska. 

McCaffrey formerly was resident 
manager at Sacramento. 

= 

Redgnald D. Bushell has been named 
New York district manager for Ethyl 
Corp. He joined the company in 1938 
as a junior engineer. Two years later 
he was promoted to field engineer and 
worked out of Buffalo and New York 
City in that position. Prior to his 
current appointment, he was account 
representative in Ethyl’s Eastern 
region. 

Bushell attended Rensselear Poly- 
technic Institute and was graduated 
from University of Michigan in 1936 
with an aeronautical engineering de- 
gree. He also holds an M.S. in me- 
teorology from California Institute of 
Technology. 


Union's 


+ 
J. D. Severson, owner and manager 
of The Severson Oil Co., jobbers for 
Socony-Vacuum, in Grand Junction, 
Colo., recently remodeled and in- 
stalled new equipment in a Grand 
Junction service station and is plan- 
ning to purchase a new tank truck 
soon. Severson is also planning con- 
struction of a new station in Fruita, 
Colo. He is a member of the Grand 
Junction City Council. 
= 
Howard C. Vanhooser has been ap- 
pointed coordinator of oil movements 
in the newly created Oil Movements 
Department of Platte Pipe Line Co., 
Kansas City, Mo. The new depart- 
ment will coordinate Platte’s relation- 
ships with customer-shippers and its 
connecting carriers. 
. 
Leonard M. 
Berger has been 
elected president 
of Sinclair Cuba 
Oil Co., S. A. 
He has been vice 
president and 
general manager 
for the past nine 
years. 
Sinclair Cuba, 
a subsidiary of L. M. Berger 
Sinclair Oil Corp., 
markets petroleum products in Cuba 
and the Caribbean area. 
Berger succeeds L. V. Stanford, 
president since 1945, and a director 
of Sinclair Oil Corp. 
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Huber Bacon 


Moore Amar 


LOUISIANA OIL MARKETERS Assn’s newly elected officers 
are James W. Moore, Monroe, 2nd vice president; Ed Amar, 
Hammond, president; Curtis Parker, Shreveport, Ist vice presi- 
dent; Jesse Boyd, Jr., Glenmora, secretary; Harry Huber, Lake 
Charles, director-at-large and retiring president; Frank Bacon, 


ms “The outlook 

. . is very favor- 

able for the oil 

marketer,” says 

Edward A. Amar, 

Independent oil 

jobber and new 

president of the 

Louisiana Oil 

¥ Marketers Assn. 

“The biggest ene- 

my of the jobber 

. « « is himself,” 

Amar states, “and if he can learn to 

co-operate with his fellow marketer, 

he will find his business and business 
conditions greatly improved.” 

Amar was elected president of 
LOMA at the association’s annual 
meeting June 28 in New Orleans. He 
has been in the oil business for 17 
years and for the past seven, has been 
a Shell jobber (Amar Oil Co.) in 
Hammond, La. 

Concerning the work of the asso- 
ciation, Amar says “I feel that the 
sole purpose of our organization is 
to build a closer relationship between 
the distributor and supplying com- 
pany. I think we should be aware of 
their (suppliers) problems and they of 
ours, sO we can work toward better 
marketing conditions. 

“We have accomplished a great 
deal in the past session of the Louisi- 
ana Legislature, that will benefit the 
oil marketer in this state. We have 
also afforded our members and their 
employes a life and hospital insur- 
ance for them and their families.” 

Aside from his interest in oil mar- 
keting, Amar has devoted a great deal 
of his time and talent to civic and 


E. A. Amar 
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Parker 


rector; A. L. 


community activities. In 1952, the 
Hammond Kiwanis Club voted him 
“Citizen of the Year” for his con- 
tributions to the community. He is a 
director of the Tangipohoa Parish 
Civic Improvement Assn., Tangipohoa 
Parish Junior Livestock Assn., the 
Southeastern Dairy Festival Assn., 
and the Hammond Little League, in 
which he is a team manager. 

He is a past president or is now 
president of the Chamber of Com- 
merce, Lions Club, Airport Commis- 
sion and Southeastern Louisiana Col- 
lege Booster Club. He is chairman of 
the board of Stewards of the First 
Methodist Church. 

Amar is also a Colonel on the staff 
of Louisiana Governor Robert F. 
Kennon. He is married and the father 
of two sons, Edward Jr., 13, and Dar- 
rell, 10. 

e 

Shell Oil’s New England division 
manager, Ralph F. Carey is celebrat- 
ing his 25th year with the company. 

Carey began in the engineering de- 
partment of the New York division 
in July, 1929. In November of that 
year, he became the first operations 
manager for Shell on the East Coast. 
In 1932, he was appointed a sales 
manager of the New York division, 
and divisional manager in 1942. In 
1948 he took on his present job in 
Boston. 

Carey 
Massachusetts 
nology. 


attended Dartmouth and 
Institute of Tech- 


. 
Last month, Page Watson com- 
pleted his 45th year with Sun Oil. 
Watson, who has served as Chicago 


Boyd 


Jr., Crowley, director; Clem Dufau, New Orleans, director; E. 
P. Allis, Abbeville, director; Miss Mary Ball, Alexandria, di- 
Ward, Baton Rouge, director; Alvin Crais, La- 
Place, director, and W. S. Jones, Shreveport, director. Not shown 
are Larson Lard, Jr., treasurer, and Cecil Hill, director. 


district manager since 1942, was 
honored at a luncheon attended by 
personal friends including Will Har- 
ridge; president of the American Pro- 
fessional Baseball League, and Earl 
Hilligan, American League represent- 
ative. Watson is an ardent baseball fan 
and attended his first World Series 
game in 1905. 

Watson started with Sunoco in the 
Philadelphia offices in 1909. In 1916 
he became a salesman in Minneapolis 
and from 1920 to 1925 traveled 
throughout the country to help launch 
Sunoco Motor Oil. He later became 
district manager at Providence and 
in 1926 was transferred to Chicago. 

6 

Wayne R. Brodine, Munster, Ind., 
has been appointed to the newly 
created position of chief pilot for 
Indiana Standard. 

© 

Leon C. Frantz, president and treas- 
urer of Frantz-Marshall, Clyde, N.Y., 
says his firm recently added a 1,000- 
gal tank truck and a new truck tractor 
to their transport fleet. The firm is 
planning on installing a service sta- 
tion at their bulk plant with room 
for additional office and warehouse 
space. 

e 

W. W. Keeler of Bartlesville, Okla., 
has been named an ex-officio member 
of the National Petroleum Council. 
He is chairman of the Military Petro- 
leum Board which is the reason for 
his recent appointment, according to a 
release from Secretary of the Interior 
Douglas McKay. Keeler is vice presi- 
dent of the Phillips Petroleum Com- 
pany in Bartlesville. 
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“filtered fuel 
doubles business’ 





DANIEL C. SICKLER 


MICRO FILTERED 


WALDEN, NEW YORK 


August 11, 1952 


Bowser, Inc. 
Fort Wayne, Indiana 


Gentlemen: 


For the past six years we have been using Bowser 
Filters on all of our fuel oil trucks. The results 
have been much beyond our expectations. In three 
years our business has a little more than doubled. 
Il am positive that this is principally due to the 

fact that we have built a reputation of delivering 
the cleanest oil in this vicinity. 


We can truthfully say that we would not deliver a 
Single gallon of fuel oil without first putting it 
through a Bowser Filter. Personally, I have 
never seen another make of filter that compares 
favorably with Bowser 


Very truly yours, 
2... ML Me 


Daniel C. Sickler 








Bowser filter and ticket-printing meter in 
Sickler tank truck. 





D. C. Sickler at Walden, New York, 
and many other fuel oil dealers who 
use Bowser equipment, prove that 
metered, printed-ticket deliveries of 
FILTERED fuel do improve business. 
Mr. Sickler's experience is typical. 
Wherever fuel oil is sold competitively, 
Bowser-equipped dealers have a 
distinct advantage. If you want to 
boost gallonage and improve your 


operation, your Bowser man will help. 


- 


The Sickler fleet of tank trucks equipped with Bowser 
fuel oil filters and ticket-printing Bowser Xacto meters. 


FILTER IT e « @ either on the truck or at the bulk plant. Bowser 


filters are available in sizes for every need. 


METER IT e « @ into bulk storage and into the customer's tank. 
Protect inventory and assure accuracy. Build customer confidence. 


OTHERS ARE DOING IT! 
Read How in Bowser Bulletin 839. 
Write For Your Copy Today. 


BOWSER, INC. 


1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 


Bowser Xacto meters are the standard 
for accuracy in the oil business. 
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Galbreath 


Ruffin 


SOCONY BUILDING—director and financial vice president of Socony-Vacuum, John 
F. Seal signs a 25-year lease with the Galbreath Corp. for occupancy of 553,600 square 
feet of office space in a new building to be constructed at 150 E. 42nd St., New York. 


The building will bear the oil company’s name. 


Also on hand are John W. Galbreath, 


president of Galbreath Corp. and Peter B. Ruffin, Galbreath vice president 


A. H. Heid- 
ingsfelder, TBA 
manager, Pan- 
Am Southern 
Corp., New Or- 
leans, is the new 
chairman of the 
Midwest Section 
of the Oil Indus- 
try TBA Group. 
A native of New 
Orleans, he re- 
ceived his Bache- 
lor of Science degree in Mathematics 
from Louisiana State University at 
Baton Rouge, shortly before the out- 
break of World War II. 

Drafted into the army as a private, 
he came out of Officers Training 
School in time to command Company 
C of the 12th Infantry regiment, 
Fourth Division, in the Normandy in- 
vasion. Twice wounded in action he 
received a battlefield promotion to the 
rank of captain. 

He came to Pan-Am right out of 
the service, starting as Chief Price 
Clerk at the general office in New 
Orleans. A succession of promotions 
brought him into the TBA department 
as a special representative, and even- 
tually to his present post as TBA 
manager. 


Heidingsfelder 


© 
John C. Bumgarner has left Wood 
River Oil & Refining Co., Wichita, 
where for the past ten years he has 
been secretary-treasurer, to join Mid- 
Continent Petroleum Corp. as con- 
troller. 
Bumgarner will make his new head- 
quarters in Tulsa. 


* 
R. Paul Henry is the new treasurer 
of Mid-Continent Petroleum Corp., 
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Tulsa, succeeding Charles Klein who is 
planning to retire. Klein will serve as 
assistant secretary and treasurer until 
his retirement. 

* 

H. L. Johnson, secretary of the 
Southern Indiana Oil Co., Jefferson- 
ville, Ind., informs us that his com- 
pany has opened a new tire and 
service store at 714 Spring Street, 
handling a complete line of tires, pro- 
viding tire service, wheel aligning and 
balancing. 

we 

The Committee on Natural Re- 
sources of U. S. Chamber of Com- 
merce for 1954-55 has named nine 
oil and gas industry representatives: 

Rex G. Baker, vice president and 
general counsel, Humble Oil & Re- 
fining; Robert G. Blackburn, vice 
president, secretary, Southern Califor- 
nia Gas Co.; F. S. Bryant, director, 
Standard of Calif.; H. B. Fell, presi- 
dent, Simpson-Fell Oil Co.; J. W. 
Hargrove, secretary-treasurer, Texas 
Eastern Transmission Co.; Walter M. 
Jeffords, Jr., president, Brooklyn 
Borough Gas Co.; J. E. Swearingen, 
vice president, Standard Oil (Indiana); 
Franklyn Waltman, director of public 
relations, Sun Oil; and C. I. Weaver, 
director, Ohio Fuel Gas Co. 

The full committee of 44 members 
will help shape the Chamber’s policies 
on conservation and related problems. 

- 

Harold Brill, Shell Oil’s merchandis- 
ing representative in Memphis, has 
been elected area chairman of the Oil 
Industry Information Committee for 
western Tennessee. Brill succeeds G. 
B. Joyner, Esso dealer in Memphis, 
who has been elected executive vice 
chairman of the OTIC. 


COMING MEETING 


AUGUST 


Florida Petroleum Marketers Assn., Tides Ho- 
< -_ Bath Club, St. Petersburg, Fis., 
ug 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-138. 


Seuth Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 


Secy. of Automotive Engineers, national West 
as meeting, Los Angeles, Calif., Aug. 


Oil Heat Institute of America, Inc., Distribu- 
tion Division, directors and executive board, 
Greenbrier Hotel, White Sulphur Springs, 
W. Va., Aug. 31-Sept. 2. 


SEPTEMBER 


North Carolina Oil Jobbers Assn., fall con- 
vention .Grove Park Inn, Asheville, N.C.. 
Sept. 5a. 


Assn. of Desk & Derrick Clubs of No. America, 
3rd annual convention, Banff Springs Hotel, 
Banff, Alta., Canada, Sept. 7-9. 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


Interstate Oil Compact Commission, Fonte 
nelle Hotel, Omaha, Neb., Sept. 9-11. 


Michigan Petroleum Assn., fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 

California Petroleum Distributors Assn., fall 
meeting, San Diego, Calif., Sept. 11-12. 
Kentucky Petroleum Marketers Assn., fall out- 
ing and annual golf tourney, Kenlake Hotel, 
Kentucky Lake State Park, Sept. 15-16. 
National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 

Sept. 15-17. 

American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 

Packaging Institute, petroleum packaging com- 
mittee, Philadelphia, Pa., Sept. 21-22. 

Ohie Petroleam Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Assn., fall convention, 
locono anor Inn, Pocono Manor, Pa., 
Sept. 26-28. 

Tennessee Oil Men’s Assn., fali meetings, Pea- 
body Hotel, <q oe Tenn., Sept. 27-28. 
Ind dent d Asen., annual 
meeting, Hoel pom meng Chicago, in., Sept. 





Virginia Petroleum Jobbers Assn., Hotel Cham- 
berlin, Old Point Comfort, Va., Oct. 7. 

Virginia Oil Men’s Assn., Hotel @hamberlin, 
Old Point Comfort, Va., Oct. 8. 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, New 
York, Oct. 10-12. 

National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 

Oil Progress Week, Oct. 10-16. 

Seuth Dakota Independent Oilmen’s Assn., Ho- 
tel Cataract, Sioux Falls, South Dakota, 
Oct. 12-13. 

Indiana Independent Petroleum Assn., Hotel 
Severin, Indianapolis, Indiana, Oct. 18-14. 
Petroleum Marketers Assn. of Texas, Hotel 
Gunter, San Antonio, Texas, Oct. 14-16. 


Secy. of Automotive Engineers, national! trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 

American Society of Lubrication Engineers, 
Lord Baltimore Hotel, Baltimore, Md., Oct. 
18-19. 

Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, Oct. 
19-21 

Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., Oct. 
20-21 

Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Oklahoma, Oct. 25-26. 

National Lubrication Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 

Texas Oil Jobbers Assn., Management Insti- 
tute, Caprock Hotel, Lubbock, Texas, Oct. 
26-28. 


Georgia Independent Oilmen’s Assn., Radium 
Springs Hotel, Albany, Georgia, Oct. 28-29. 
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Independent jobbers like the way Ashland Topflite HD Motor Oil increases 
engine life and cuts maintenance costs. Road-tested Topflite Super HD 
Motor Oil with its detergent action delivers top performance in any 
weather with any load. Ready to work anywhere: in passenger cars, diesel 
trucks, power shovels, diesel power plants. It gives better performance, 


gives you more profit! Contact the Ashland office nearest you. 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 

ALTON, ILI 616 E. Broadway; BUFFALO, N.Y 8 Ellicott Square; CHICAG 

Ave.; CINCINNATI 1402 Fed. Reserve Bank; CLEVELAND, ( Standard Bidg.; DET 

Box 602 EVANSVILLE, IND 2500 Broadway; FINDLAY, ( P Box 21 l 

Dumesnil: NASHVILLE, TENN 5 E. Main; PADUCAH, KY R_R. No. 4; PITTSBUF 











Because road maintenance crews demand fast, sure starts... 


LE ROI uses GLOBE 


batteries for these compressors 


. . . and that’s important news to 
private label marketers who want 
batteries that can take it 


How does the fact that Le Roi uses Globe- 
built batteries apply to you? Simply, the 
answer is this. . . 

On the job, the work of anywhere from 
two to twenty or more men hinges on the 
compressor. If it starts, they work. If it’s 
balky, they stand around and it begins to 
cost somebody big money. 

One of the ways Le Roi offers pros- 


pects and customers greater 


satisfaction is to take every precaution pos- 
sible to see that a Le Roi always starts. They 
use Globe batteries — the batteries proved 
to have extra dependability, the reserve 
power required to turn over the most stub- 
born engines in all weather. 

So ...if you’re selling Globe batteries 
you can be sure you're selling rug- 
ged, dependable batteries . . 
the batteries that offer 
motorists their biggest 
dollar for dollar 
value, 





s 


Grose-UnionInc. 4 


MILWAUKEE 1, WISCONSIN 
GLOBE BATTERY PLANTS ARE LOCATED AT: 
ATLANTA, GA. @ BOSTON, MASS. © CINCINNATI, OHIO © DALLAS, 
TEXAS © EMPORIA, KANSAS © HASTINGS-ON-HUDSON, N. ¥. © ’ 
HOUSTON, TEXAS © LOS ANGELES, CALIF. © MEMPHIS, TENN. ©" 
®@ MILWAUKEE, WIS. © MINERAL RIDGE, OHIO @ & ‘GON CITY, ‘as 
ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. ta, 
Pe F 








